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THE WILL 
TO SERVE 











HE PEORIA LIFE has achieved some 

enviable results by considering seriously 
that old bromide about serving many people 
well. It has found it decidedly profitable to 
serve its agents better than any other company 
and through them its policyholders. 


Two notable features of the Peoria Life agents’ 
service is a direct contract with the company, 
thus insuring each man all of his own re- 
newals, and an aggressive policy of expansion 
that allows each man to develop as rapidly as 





his capacity permits. 
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Our Interest Rate 


7.24% is the rate of interest earned in 1920 
on our mean ledger assets. Funds’ invested 
in the safest securities— farm | mortgages. 
Values do not fluctuate—always worth 
100 cents on the dollar. 


Other Significant Facts in the Agent’s Favor 





—A New Accident and Health Department. 

—Free Service of Home Office Group Insurance Specialists 
who give you assistance in your territory. 

—A Sales Service Department that has one purpose—to 
increase your sales. 

—Limit extended to $300,000 on one Life. 

—Both Non-Participating and Participating Policies. 

—Provision for Substandard Business. 

—Policies that carry every up-to-date feature. 

—Liberal Agency Contracts. 


Over $110,000,000.00 New Business Paid-For in 1920 
Our Agents Participate in Our Prosperity 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President 
Home Office St. Louis, Mo. 


Unless you “say something” how will we know you are interested? 
Send for our Annual Statement. Address—Agency Department. 
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Reasons for Opposition to Disability Clause 


Official of Company Which Does Not Write Such Contracts Tells Why He Regards 
Total and Permanent Disability Provisions Now In General Use As Unsatisfactory 


ODAY there are only two important 

life companies in the country not is- 

suing the total and permanent dis- 
ability clause. These two, the Mutual 
Benefit and the Provident Life & Trust, 
are among the great life insurance institu- 
tions of the country. They are both 
operating nationally and are recognized as 
two of the finest companies in the busi- 
ness. They have consistently held off 
against the adoption of the disability 
clause, and their agents seem to have 
no desire to have it included in the 
policies they sell. Life men with other 
companies have often wondered why these 
two have not gotten into the band wagon 
and issued a disability clause of some 
sort. 


Takes Viewpoint of 

Buyer of Insurance 

An executive of one of these companies 
was expressing his opinion of the disabil- 
ity clause recently. He said that in giving 
his views he divorced himself entirely 
from his position as a life insurance ofh- 
cial and took only the view of the buyer 
of life insurance. “In considering the 
disability clause,” he said, “I want to 
think of it only as the man who buys. 
The extent of the disability coverage now 
issued by any life company, irrespective 
of the liberality of the clause in vogue, 
is so limited as to not serve the purpose 
at all. Only a very small part of the 
possibilities of total and permanent dis- 
ability are provided for. The coverage 
of all total and permanent disability 
clauses issued is clear cut and definite and 
while that may be well enough from the 
standpoint of the company, I want to 
make clear the fact that it is by no 
means sufficient from the policyholder’s 
viewpoint. 


Effect of Disability 

on Will Power 

“This fact must be remembered: total 
and permanent disability is often as much 
a shattering of the will as of the body. 
The same kind of an accident will have a 
decidedly different effect upon two kinds 
of people. The loss of the sight of both 
eyes, for instance, seldom brings the same 
results to two people. One has great 
force of will, while the other simply suc- 
cumbs to the disaster, regards the obstacle 
as unsurmountable, and loses hope. We 
saw this during the war with  shell- 
shocked cases. Some men simply decided 
that their case was hopeless and made no 
effort to get back into condition. Others 
fought for health every minute, and 
through sheer force of will brought them- 
selves back to a useful condition again. 
A man’s ability to recover from a great 
disaster, physical or mental, is regulated 
almost entirely by his will power. How 
is this to be measured by life companies? 


Hard to Define 
Total Disability 


“It is useless to condemn the man who 
having suffered a serious physical set- 
back makes no effort to come back so far 
as it is possible. Perhaps the man utterly 
lacks the strength of will to pull himself 
together. He is totally and permanently 
disabled and that is all there is to be 
said about it. How does he fare at the 


hands of the life insurance company that 
sets forth in its policy that total and 
permanent disability is understood to mean 
only this, that, or the other specifically 
named thing? 

“We must consider what the policy- 
holder thinks. I do not say that agents 
are misrepresenting the total and perma- 
nent disability clause, but 99 men out of 
100 who buy it are fully confident that in 
the event of a disability of any kind that 
wholly incapacitates them, the disability 
clause in a life insurance contract comes 
into operation. As a matter of fact there 
are thousands of cases of total and perma- 
nent disability that are not provided for 
in the clauses now used. 

Becomes Culture Ground 

for Trouble Germs 

“If we could put this total and perma- 
nent disability clause in a vacuum and 
consider it as a thing apart it would 


measure up and be 
tory. 
and put to the test, 


ground for germs of trouble. 


regarded as satisfac- 


But when it is exposed to the air 


it becomes a culture 
It brings 


into the life insurance an element of dis- 
pute and misunderstanding that was re- 
moved only after years of progress and 


development. 
cided to remove 
contestable feature. 
clusion that the 


ms 


Henry B. Hyde finally de- 
from 


life insurance the 
He came to the con- 
any restrictions, and 


exclusions, and exemptions that were con- 


tained in the life ins 
day were operating 
ment of the business 


urance policies of his 
greatly to the detri- 
and holding back the 


free forward movement of life insurance. 


At that time, 
jokers in life insur 
commonly said that 


because 
ance policies, it 


of the numerous 
was 


a man who bought 


a life insurance policy bought a lawsuit. 
The harmful influence of this opinion was 


appreciated by Mr. 
tuted the incontestal 


Hyde and he insti- 


ile clause. 


| COMPANY GROUPING IS SHOWN 


List Presents Corporations According to Amount of Life Insurance 


in Force 
From reports made as of Dec. 31, ody Bay Tenn 
” . Ted > « a1. oes est Coast 
1920, to the Unique Manual-Digest, the | gio naara Life, Ill 


standard publication of THe National 
UNDERWRITER, covering life insurance 
statistics, a table has been compiled 
showing companies listed in order of 
insurance in force. The first list in- 
cludes those that have over $100,000,000 


of insurance in force Dec. 31, 1920. The 
others are graded accordingly. rhe 
list is as follows: 

OVER $100,000,000 
Metropolitan Great West Life 


Equitable, Ia 
Western & Southern 
Guardian Life, N. Y¥ 
Kansas City Life 


Prudential 
New York 
Equitable, N. Y 
Mutual, N. Y 


Northwestern Mut. Home Life, N. Y. 
Travelers Life Ins. Co., Va. 
John Hancock Fidelity Mutual 
Mutual Benefit Reliance Life 
Aetna Manufacturers Life, 
Penn Mutual Can 


Union Central Jefferson Standard 


Mass. Mutual Lincoln National 
New England Mut. State Life, Ind. 
tankers, la. Amer. Natl, Tex 
Prov. Life & T. Columbian Natl. 
Sun Life, Can. Natl. Life, Il. 
Conn. Mutual N. W. Natl 
Conn. General Internatl., Mo. 
Pacific Mutual Illinois Life 
State Mutual terkshire Life 
National Life, Vt. Franklin Life 
Mo. State Life Central Life, Ia 


Great South., Tex. 
American Central 
> . 


Phoenix Mutual 
Canada Life 
. 


UNDER 9 $100,000,000 


North Amer., Can. Mutual Trust Life 
Bankers Life, Neb. Royal Un. Mut. Life 
Southwestern, Tex. Western Union 
Pan American Life Philadelphia Life 


Michigan Mutual North American, III. 


Merchants, Ia, Peoria Life 
Minnesota Mut. Inter-Southern Life 
Bankers Reserve Central States 
Atlantic Life Colonial Life 
Union Mutual, Me. Volunteer State 
Manhattan Life Southern Life & T. 
Southland Life Reserve Loan 
Secur. Mutual, N. Y. 

> > 

UNDER $50,000,000 

Capitol Life Baltimore Life 


Federal Life Western States 


| Mutual 


| Ohio 
| Indianapolis 


Commonwealth, Ky. 


BELOW 


Southern States 
California State 
Pubiic Savings 
Occidental, Cal 
Commonw' Ith, 
Continental, 
Central Life, 
Security Life, 
Montana Life 
Life, Md 
. 


I}l 


BELOW 


Cleveland Life 
New World 
Columbus Mutual 
Sun Life, Md 
State Life 
Life 
Scranton Life 
United States Life 


Oregon Life 
Idaho State 
. 
BELOW 
Not arranged in 
| 319,000,000 
Mid-Continent Life 
$18,000,000 
American Bankers 
Amicable 
Farmers Natl. 
$17,000,000 
Continental, Ill, 
| Guaranty, la. 
Maryland Life 
816,000,000 
George Washington 
Indiana Natl 
| $15,000,000 


Bank Savings 
Eureka Life 


Farmers, Colo 

Fort Worth 

Girard Life 
$14,000,000 

Amer. Natl, Mo. 

Des Moines L. & A. 

First Natl 

Great Republic 


Postal 
Home Life, Pa 
Midland Mutual 


340,000,000 


American Life, la 
Old Line, Wis 
Presbyterian Min 
Continental, Del 
Boston Mutual 
Farmers & Bankers 
Northern, Mich 
Ohio National 
Beneficial Life 


. . 
830,000,000 


Midland, 
Dakota Life 
Detroit Life 
Northern, Wash 
Register Life 

Old Colony 
Conservative, W.Va 
Equitable, D. C 
Peoples, Ind. 
Féderal Union 
. > 


Mo 


$20,000,000 


order 
Companies 
Texas Life 
Companies 
Lamar Life 
United Life & 
Wisconsin Natl 
Companies 
Midwest Life 
Southeastern 


Acci 


Life 
Companies 
Occidental, N. M 
Companies 
Lafayette 
National Fidelity 
National Guardian 
Protective, 
Surety 


Companies 
North Amer., Neb. 
Security, Mut., Neb 


Western, Ia. 


“What has been the result? Business 
men today recognize the great service giv- 
ing feature of life insurance. The prompt 
payments made by the life companies 
when a death occurs are as well known to 


every well informed person as that the 
sun rises in the east. It takes a year 
for an estate to go through a probate 
court. In life insurance there are no de- 
lays. Death payments are made without 
red tape. One of the great selling points 
in life insurance is that the money under 
a life insurance policy comes when it is 


most needed, and when it is usually im- 
possible to get ready cash from any other 


sourc: Business men are buying life in- 
surance today in many cases for this 
reason The necessity of making pro- 


vision in some way for spot cash in the 
member of 


event of a loss of some the 
firm is being more and more recognized 
as a plain business necessity. With life 


msurance occupying the position that it 


does today in the minds of most people, 
why through the use of the disability 
clause, bring back bickerings, contro 
versies, misunderstandings, dissatisfac 
tion and bitterness over settlements? The 
life insurance contract, without the dis- 
ability clause, is clear cut and final. In 


the event of the death of the policyholder 
company pays the face of the policy 
without delay, discussion or unnecessary 
formality. The payment of the death 
claim, with practically all companies, is al- 
most an automatic thing It is certain and 
ure, 
Policyholder Does Not 

Understand Provision 

“I recognize the fact that the companies 
using the disability clause are clearly out- 
lining in their contracts the extent of the 
coverage, but the way the thing is sold, 
or the attitude of mind that the policy- 
holder has when purchasing disability pro- 
tection, to my mind is highly important. 
In the great majority of the man 
who has a disability clause included in 
his life insurance policy thinks that he is 
buying time insurance, and is satisfied that 
his disability clause any and all 
disabilities without exception. Life com- 
panies cannot afford to take the position 
that the policyholder must read his policy 
and it is up to him to understand what 
he has. While this may be true enough, 
companies cannot operate on this basis. 
he minds of the two parties should meet 
on the proposition. There is seldom any 
misunderstanding on the part of the 
policyholder about a regular life insurance 
policy. 
How Disability Is 

Sold by Agent 


the 


cases 


covers 


“How is the total and permanent dis- 
ability clause sold? I will tell you. In 
nine cases out of 10 after the prospect 


has indicated his willingness to buy life 
insurance, agents ask him if he wants the 
disability clause. The policyholder asks 
what it is, and the agent rapidly explains 
it. He usually lays great emphasis upon 
the fact that it is cheap, that it does not 
cost much, and that it is ‘a good thing.’ 
The policyholder either takes it or does 
not, and the whole discussion of the dis- 
ability clause does not occupy as much 
as five minutes of the canvass. It is 
a purely incidental part of the interview. 
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Ten minutes after signing the application 
there is not one policyholder in a hun- 
dred who could tell what he had bought 
or the extent of the coverage. A prepon- 
derating number of policyholders having 
the disability clause in their contract have 
only a very hazy idea of what it is all 
about. 

“Aoain, a man is often solicited by an 
accident and health agent, who talks dis- 
ability insurance to him. He goes into 
the merits of one form or another. The 
prospect does not buy, and is later ap- 
proached by a life insurance agent. The 
agent sells him life insurance and at the 
conclusion of his talk explains that for so 
much extra premium disability insurance 
is provided. The prospect says he will 
take the disability coverage, gets it, and 
thinks he has the same thing that the ac- 
cident and health man talked to him about. 


Are Accident Insurance 

Companies Failures? 

“Why should the life insurance company 
feel this great necessity of issuing dis- 
ability insurance Where does the de- 
mand come from? Are the regular acci- 
dent and health companies a failure, are 
they not selling to the public what the 
public wants, or are their agents so 
neglectful, incompetent, and inefficient as 
to not be able to intelligently place before 


the prospect what they have to sell? Are 
the accident and health companies abso- 
lutely falling down on the job? If not, 


why must the life companies take up the 
thing, that so far as I have been able to 
see, the regular disability writing com- 
panies have been taking care of in a very 
satisfactory way? The life insurance 
companies do not have to sell disability 
clause. They can get along very well 
without it. They have managed to pro- 
gress at least a little bit in all these years 
without the assistance of the disability 
clause in their policy. The total and 
permanent disability clause may be a talk- 
ing point for an agent but I am positive 
that it closes very few cases. A man buys 
life insurance because he is ; sold the life 
insurance idea. Disability insurance is an 
entirely different thing. This question 
stands out above whether the companies 
can make money in the writing of dis- 
ability insurance and comes down to the 
effect on the policyholder of the existence 
of the total and permanent disability 
clause. 
Brings in Dangerous 

and Unwholesome Element 

“The disability clause brings to life in- 
surance a dangerous and unwholesome ele- 
ment. It makes of a definite, fully under- 
stood, clear cut and clean contract, some- 
thing that is liable to misinterpretation or 
misunderstanding and abuse. It places a 
doubt in the policyholder’s mind that can- 
not possibly exist where life insurance 
alone is issued. I think that the disability 
clause is wrong if for no other reason 
than that it only plants doubt in the mind 
of the policyholder. What the man who 
buys life insurance thinks about this 
thing should be given some consideration 
as well as the effect of what he thinks. 
The fine conception that most people have 
of life insurance will gradually be changed 
if the use of the disability clause is con- 
tinued and enlarged.” 


Western Life Managers Conference 

The quarterly conference of district 
agents of the Western Life was held 
at Des Moines April 1 and attended by 
20 district managers. The text for the 
meeting was “organization work” and 
ways and means for stimulating pro- 
duction among local agents were dis- 
cussed. 

March was designated as “Deming 
Month” ‘in honor of Agency Director 
M. M. Deming and the total volume 
for the month was 30 percent above the 
February business. April is to be 
“Chain Month.” Each agent receives 
a numbered application which he is to 
complete before April 20. Each agency 
is a link in the chain and if unable to 
secure an application before April 20 
the blank is to be returned for use of 
some other agent, in order to complete 
each numbered application for the 
“Chain.” The slogan for April is 
“Don’t Break the Chain.” 





GOOD MORTALITY GAIN 


RESULTS IN 1920 FAVORABLE 





Experience of Last Year Unprecedented 
in That Respect, Tabulated 
Figures Show 


*That the favorable mortality experi- 
ence of life insurance companies in 1920 
was without precedent is shown by 
the tabulated figures of gain and loss 
just announced-by the “Mutual Under- 
writer,” Rochester, N. Y. Reports from 
190 companies of the United States and 
Canada were compiled, showing that 
the expected mortality for last year was 
$391,470,483, and the actual net mor- 
tality $236,379,526, resulting in a gain 
of $155,090,957. The actual mortality 
was 60.38 percent of the expected. 


Recover from Influenza 


The ratio for the experience of 172 
companies in 1919 was 69, and this was 
considered a complete recovery from 
the effects of influenza in 1918, when 
the actual mortality was 105 percent of 
the expected. For many years the 
companies experienced combined mor- 
tality of 67 to 69 per cent, and that 
was considered normal. The further 
improvement in 1920 that resulted in 
60 percent was probably the most en- 
couraging feature of life insurance op- 
erations for the year. 


Results of Premium Loading 


The premium loading for expenses 
of 190 companies in 1920 was‘$326,487,- 
724, while the actual expenses amounted 
te $393,897,517. This resulted in a loss 
of $67,409,793, and the actual expenses 
were 120.65 percent of the premium 
loading. The ratio was 115 for 172 
companies in 1919, and the increase for 
1920 may be explained by the fact that 
it was more expensive to engage in any 
kind of business during that year, and 
life insurance companies were not ex- 
cepted. 

The interest required to maintain the 


reserve of these 190 companies in 1920 | 


was $209,205,.379. The actual interest 
earned on their investments reached 
$329,914,497, and the gain was $120,709,- 
118. The interest earned, therefore, 
was 157.69 percent of that required. In 
1919 this item for 172 companies was 
130 percent. 


The net gain in 1920 of 190 com- 
fanies from all three of the above 
sources—mortality, expenses and_ in- 


terest—was $208,390,282. 


Connecticut General Won’t Build 


At a meeting of the directors of the 
Connecticut General Life it was 
definitely decided to postpone for the 
present the project of building on the 
site of the Hartford Buick Company, 
which the company bought some time 
ago. The reason for the decision is 
that certain expenses of building are 
still abnormally high and general condi- 
tions are expected to improve later on. 

The company has engaged J. Gamble 
Rogers of New York City as its archi- 
tect. Plans have been drawn for a 
building five stories high and with walls 
and arrangements so devised as to 
readily admit of addition to a height of 
twelve stories. Plans are also made 
that the building may be extended to 
the south and along Hudson street. 








Report on Idaho State Life 


The Washington and Idaho depart- 
ments have made their report on the 
Idaho State Life showing its condition 
as of Dec. 31. The total income was 
$875,145; total disbursements, $488,346; 
assets, $1,716,685; capital, $200,000: new 
surplus, $31,680; insurance in force, $23.- 
618,755. The statement shows an in- 
crease in surplus $10,388. The examin- 
ers say the company is making a steady 
conservative growth, has a fair working 
surplus and the principles on which it 
works are sound. 











FISKE RAPS RAIL HEAD 
ATTITUDE ON LABOR WRONG 
President of Metropolitan Life Says In- 


. terests of Security Holders Must 
Be Considered 





NEW YORK, April 12.—Haley 
Fiske, president of the Metropolitan 
Life, and a member of the executive 


committee of the National Association 
of Owners of Railroad Securities, de- 
clares in a letter to A. H. Smith, presi- 
dent of the New York Central Railroad, 
given out here today, that some rail- 
roads are making a mistake in their 
attitude toward labor. 

“Your assumption,” Mr. Fiske wrote, 
“that in seeking a conference with the 
labor representatives, the most impor- 
tant element in the present problem, we 
were pretending to represent you or 
your board, was quite unwarranted. We 
very frankly put our real position be- 
fore these organizations and the public. 


Should Get Labor's Point of View 


“We think the present truculent at- 
titude of some railroad administrations 
towards the operatives and the unions 
a great mistake, which may lead to dis- 
aster, and that it is time that all con- 
cerned in the properties should show 
some conciliatory disposition, at least 
to the extent of endeavoring to get the 
point of view of labor, and to seek 
some method of negotiation to end the 
present impasse.” 

“Frankly, it disturbs us,” Mr. Fiske 
added, “to have your board of directors 
say they represent in the present con- 
dition of affairs the stockholders with- 
out any recognition of the superior 
obligations of the railroad companig¢s. 
It may very well be that as matters are 
now threatening, the stock will become 
a rather negligible quantity; the bonds 
will never become so. Our interest in 
your company is a vital one. 


“Should Get Together” 


“We have seen no disposition on your 
part to recognize our interests or to 
consult with those who, in a sense, own 
your property. On the contrary, we 
have seen rather violent antagonism to 
our efforts to promote helpful legisla- 
tion, which, now that it has been passed, 
some of your people are taking credit 
for. 

“None of the railway managements 
has thought it wise to seek any coun- 
sel or to recognize in any way the 
serious situation in which we find our- 
selves. On the other hand, you are 
objecting, if you will pardon us for say- 
ing so, in an offensive, not to say im- 
pertinent way, to our endeavors to pro- 
tect our own investments. 

Ph, In our opinion,” the letter concluded, 

it is time that all of the interests— 
investors, administrators and operatives 
—get together; and not a time for re- 
crimination.” 


THREE OFFICES DENOUNCED 


President I. B. Jacobs of Chicago Field 
Men’s Club Asks for Evidence 
On Bad Practices 


President I. B. Jacobs of the Chi- 
cago Life Insurance Field Men’s Club, 


has sent a letter to all the members 
calling attention to numerous com- 
plaints of unfair competition, rebating, 


twisting, incorrect comparisons, etc. He 
says that the association will take steps 
to bring such matters before the proper 
authorities without delay. He there- 
fore, requests that all complaints with 
full information be sent direct to him 
in writing so that the case can be pre- 
sented through the proper channels. 
Mr. Jacobs declares that there are 
three general agencies in Chicago which 
operly defy the insurance fraternity 
and the public by encouraging profes- 





sional twisters and rebaters. Mr. Jacobs 
said that it will be absolutely useless 
to take up any cases of twisting, rebat- 
ing or other unfair practices with these 
three general agents because they are 
committed to a policy of dealing with 
unethical representatives who stop at 
nothing. 


KEENE & HOAGLAND MEETING 





Agents in the Peoria General Agency 
of the Aetna Life Hold a 
Convention 


The agents’ quarterly meeting of the 
Aetna Life, in charge of Keene & Hoag- 
land of Peoria, Ill., was held April 8-9. 
Thirty-two were present at this meet- 
ing. They are the principal producers 
of the $100,000 Club. The program was 
as follows 


Friday Morning 


Health 
Policyholder 


Insurance as a 
and 


and 
Asset to 
Pope. 
Insurance as the Private 
Policyholder—F. D. 


Accident 
Business 
Agent—Jean A, 

Modern Life 
Possession of a 
Crawshaw. 

The Best Straight 
the Preferred, Extra 
dinary Classes—C. B. 

Advantages of the 


Accident Policy for 
Preferred and Or- 
McGrew. 
Accumulative and 


the Progressive Policies in Competitive 
Cases—A. L. Kane, C. T. Gilmore. 

How I Sell an Accident Policy—R. A. 
Roseberry, J. B. Flanagan. 

How to Prevent Lapses—J. H. Stod- 
dard. 

Afternoon Session 

Aetna Accident Insurance Versus As- 
sessment Accident Insurance—C, A. Lef- 
ler. 

How to Approach, Interview and In- 


fluence Men of Means to Purchase Large 
Policies—L, W. Kessell. 

Demonstration of Interview for a Non- 
Cancellable Disability Policy—C. C. In- 
man, agent: C. B. McGrew. prospect. 

War Risk Insurance— Its Value—Wil- 
liam Smith, J. Arch Means. 

My Experience With a Non-Cancella- 
ble Disability Policy—C. C. Inman. 

Mental Attitude and Salesmanship—G 
F. Duff, M. A, Gifford. 


Saturday Morning 


How Claim Settlements Assist Agents 


in Securing New Business—C. A. Evans. 
Conditions Which Forecast Better 
Business—William Smith. 
Opportunity for Any Agent to Offer 
Suggestions or Ask a Question. 


Proceedings of 
c. C. Inman. 
Management. 


General teview of 
Meeting—F. D. Crawshaw, 
Closing Remarks by the 





Report on Southern Union Life 


Commissioner Hall of Texas has 
made public the report of examination 
of the Southern Union Life of Waco, 
Tex., as of Dec. 31, 1920. The last 
previous examination of the company’s 
affairs as of Sept. 30, 1919, according 
to the examiner’s report, showed its 
surplus as a negative figure of $8,522. 
The examination just completed leaves 
the company a surplus of $12,154, or a 
net increase of $20,676, which amount, 
however, if compared with the increase 
in market value over book value of the 
home office building of $27,409, results 
in a further decrease in surplus of 
$6,733 over a period of 15 months. 

“The mortality of the company’s busi- 
ness for this period may indeed be con- 
sidered favorable, so that the decrease 
in surplus above mentioned in, spite of 
considerable mortality savings ‘must be 
ascribed to the cost of increasing the in- 
surance in force from $6,685,000 to 
$8.920,727,” reports the examirer. 

The Southern Union Life was incor- 
porated Jan. 20, 1909, with an author- 
ized capital stock of $250,000, and re- 
ceived its certificate of authority June 7, 
1909. The company’s income the past 
vear was $302,639 and disbursements 
$186,278, with income less disburse- 
ments amounting to $116,360; ledger 
assets, Dec. 31, 1919, $745,102; decrease 
of capital stock during the year, $100: 
balance. $861,363. The gross assets are 
renorted at $923,922; total liabilities 
$921,922. 


Life Counsel to Meet 
The semi-annual meeting of the Asso- 
ciation of Life Insurance Counsel will be 
held in Richmond, Va., May 4-6. 
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BRITISH COMPANIES 
ARE RAISING RATES 


Advance Due to Increased Ex- 


penses and Taxes Rather 
Than War Aftermath 


BIG OFFICES IN THE LIST 


“High Cost of Living” Felt As Much 
As in United States—No Raise 
in Commissions 


LONDON, ENG., Mar. 20.—(Special 
to THe NATIONAL UNDERWRITER. )—Some 
months ago mention was made of the 
intended purpose of the leading life in- 
surance companies of this country to 
increase their rates, not, as might be 
inferred, because of unusual losses in- 
curred during the war period and as an 
aftermath of the titanic struggle, but 
on account of increased taxes and gen- 
eral overhead expenses. The high cost 
of living, with which Americans have 
become very familiar during the past 
four years, is not a novelty in Great 
Britain. In fact, government statistics 
show that the percentage of increase in 
commodities here is far greater than on 
the other side of the Atlantic. To meet 
this condition the life insurance com- 
panies have been compelled to advance 
very materially the salaries of all em- 
ployes, and in equal degree to pay in- 
creased printing bills and other 
necessary costs in the general conduct 
of affairs. By virtue of this changed 
economic condition, over which they 
have absolutely no control, and which 
in all human probability is to be with us 
for an indefinite period, the life offices 
have been forced to advance their 
tariffs. According to the “Insurance 
and Financial Gazette,” one of the in- 
surance journals published here, rate 
revisions have been determined upon 
thus far as follows: 

With Profits—The Clerical, Medical & 
General, and the Eagle, Star & British 
Dominions have increased throughout 
their premiums for whole life and en- 
dowment assurances. The Friends’ Prov- 
ident & Century has done the same, but 
its terms for whole life policies by lim- 
ited premiums have not been altered. 
The Norwich Union has readjusted its 
limited payment rates, and the Scottish 
Amicable has regraduated its tariff for 
endowment assurances, and for whole 
life policies by limited payments. The 
University has increased its premiums 
for both whole life and endowment as- 
surances. In this case, the reason for 
the increase is not apparent, seeing that 
under the arrangement with the Equita- 
ble Life office the total cost of working 
is now limited to 10 percent of the pre- 
mium revenue, and is reducible after 
three years to 9 percent, while payment 
of commission on new assurances has 
been discontinued. The increase in the 
rates, under these circumstances, takes 
the edge off the value of the guarantees 
as to future bonuses, of which so much 
is being made. 

Without Profits—For both whole life 
and endowment assurances, the pre- 
miums have been raised by the Clerical, 
Medical & General, the Eagle, Star & 
British Dominions, Friends’ Provident & 
Century, the Northern, and the Phoenix. 
The London Life also appears in this 
list—the opinion held by this_ society 
during recent years regarding the price 
to be charged for fixed or nonparticipat- 
ing assurances has been rather unstable, 
and printers’ charges for recording the 
results of such restlessness must have 
been appreciable. The National Mutual 
has raised fts premiums for endowment 
assurances, and the United Kingdom 
those for whole life policies. The Nor- 
wich Union has regraduated its limited 
payment rates. 


It is not intended to increase com- 
missions to solicitors (or agents, as you 
call them in the States). From Canada, 





IN RECEIVER’S HANDS 
COMPLAINT BY STOCKHOLDERS 


Chicago National Life Was Licensed 
to Do Business on the 
First of Year 


The Chicago National Life, which was 
licensed the first of the year to write 
business in Illinois, has gone into the 
hands of a receiver. 
of Chicago was named receiver both 
for the Chicago National Life and the 
Chicago National Underwriters Com- 
pany, the fiscal agent. Andrew J. Sul- 
livan and Herman T. Lucas, stockhold- 
ers, appeared before Judge Wright of 
Chicago and charged that they had 
been misled and deceived into buying 
their stock through misrepresentation 
made by E. H. McConkey, president, 


and A. L. Whitner, secretary of the 
Chicago National. The Chicago Na- 
tional had written no business. There 


has been considerable dissension and 
receivership threats. 
Say Money Was Dissipated 

According to the evidence of the com- 
plainants, $80,000 belonging to the Chi- 
cago National Life was converted by 
Mr. McConkey and Mr. Whitner, and 
the money was mostly expended in the 
form of excessive salaries. An injunc- 
tion was issued by the court restrain- 
ing Messrs. McConkey and Whitner 
from interfering with the assets pend- 
ing further hearing of the case. The 
company started with $100,000 capital. 





throughout the world where the British 
life companies operate, reports of in- 
creased business are being received, and 
head office men are highly gratified at 
this result. 


Metropolitan Directors Reelected 

The triennial election of directors of 
the Metropolitan Life resulted in the re- 
election of the old directors, there being 
no opposition. Half a million ballots 
received by mail are being counted under 
supervision of the New York insurance 
department. 


POVERTY AND OLD AGE 


A Soul Stirring Argument for the Prevention of Misery 


make the least impression on one 

prospect will make another pull his 
fountain pen from his pocket and sign up 
without further hesitation. 

Glancing over the Detroit Journal the 
other night my eye was arrested by the 
words “poverty and old age.” They were 
the introduction to O. O. McIntyre’s daily 
grist of “New York Day by Day” which, 
I believe, he syndicates to papers all over 
the country. ; 

I supposed it was going to be something 
about state health and accident insur- 
ance but, instead, I found one of the 
strongest contentions for life insurance I 
have read. Said McIntyre: 

Poverty and old age are a tragic com- 
bination, but nowhere do they appear so 
pathetically hopeless as in this great me- 
tropolis. Old Mina, who sells the myriad 
of theatrical publications from dark 
doorways near Times Square after mid- 
night, was found hobbling down to a 
pier of the North river the other night. 
By the merest chance a policeman saw 
her before she plunged into the black 
waters. 

Old Mina is 80 and she did not see how 
she could stand the ravages of another 
winter on the streets. She is just one 
of the army of men and women here who 
fight an almost ever losing battle against 
gaunt poverty. Walking along Fifth 
avenue late I saw an ambulance back 
up to the door of a department store, 

. - . 


A N argument or exhibit that won't 


Soon there were lights and a towseled 
gray head rested on the ambulance lit- 


Australia, South Africa and elsewhere | 


Jacob Goldman | 











EXAMINATION REPOR 
REVIEW OF NEW YORK LIFE 


Some of the Features of the Operations 
Are Brought Out in 
Document 


et 


The New York triennial examination 
of the New York Life was filed Feb. 7, 
1921, and brought down to Dec. 31, 1919. 
Two of the company’s foreign office 
buildings owned in 1910, the Amsterdam 
and Budapest offices, have been sold. 
The greater part of the Paris building 
was sold in 1919 for $1,737,000 in cash. 
The remainder was valued by the 
French government at $234,881. 

The city loans Dec. 31, 1919, in New 
York City amounted to $87,757,926, and 
the city loans outside New York, $34,- 
352,888. The company is making resi- 
dence loans in Atlanta, Birmingham, 
Memphis, Minneapolis, Kansas City and 
Omaha. 

Prior to March, 1920, Canadian claims 
and maturities, including those on poli- 
cies issued in the United States, were 
paid in Canada through the Bank of 
Montreal. This practice included pay- 
ment of claims on policies originally 
issued in the United States but on which 
the residence of insured had _ been 
changed to Canada. Owing to the de- 
preciation in Canadian currency, it was 
brought to the company’s attention that 
Americans in Canada with United 
States policies incurred a loss by ac- 
cepting Canadian checks. In March, 
1920, the company decided to pay all 


claims on United States contracts by | 


checks on New York banks and use 
Canadian checks on Canadian issues 
only. 


In 1917 the company adopted the 
amortization plan of valuing its bonds, 
which change resulted in considerable 
increase in valuation. The same year 
a change in the method of calculating 
amounts provisionally ascertained for 
deferred dividends was put into effect, 
which resulted in increasing the 
amounts so set apart, reported as part 
of the company’s liabilities, surplus and 
other funds. 


Adapted by GEORGE BROWN of Continental Assurance, Detroit. 


ter. “Dropped over in his tracks of ex- 
haustion” the ambulance surgeon said. 
“He's too old to work and too proud to 


beg so he got his job as a cleaner. T'wo 
hours finished him. We pick up cases 
like this almost every day.” 


As a rule these old people must putter 
around on small jobs at night. They 
polish the brass plates in front of office 
buildings, sweep out hallways and pave- 
ments—and most of the time they are 


alone with their thoughts, 
. . > 
About the best care of the poverty- 


stricken aged is taken by a Swiss wait- 
ers’ organization. They have a pieasant 
private house on an uptown street. Here 
the aged inmates play checkers, chess 
and smoke their pipes. They are not 
charity wards for each has during more 
active days contributed a certain amount 
toward old age independence but few go 
to the place until their finances are com- 
pletely gone. 
> > . 

An employment agency manager tells 
me the efforts of old men to get jobs is 
quite pathetic, They dye their hair and 
wear young men’s clothes and many who 
prefer pipes smoke cigarettes. They 
simulate youth to compete against youth. 

New York’s spirit is the spirit of youth. 
It apparently has no place for the old 
and enfeebled. The Bowery lodging 
houses are havens for old men who are 
up at dawn seeking a chance at small 
jobs to keep body and soul together. 

* * * 

The biggest way, the easiest way, the 
surest way to beat gaunt poverty is 
INSURANCE. 











NO NEW YORK ACTION. 
ON PRELIMINARY TERM 


Little Prospect for Change in Law 
Desired by Life Companies at 
This Time 


IS OPPOSED BY PHILLIPS 





Only Concession Favored by N. Y. 
Superintendent Is Modification of 
Expense Clause 





NEW YORK, April 11.—There is 
little likelihood that the laws of this 
State will be altered at this time so as 
to permit life insurance companies 
to reserve under the modified prelim- 
inary term method. The matter has 
been agitated for several years, a num- 
ber of mid-western offices being espe- 
cially desirous of gaining admission 
both to New York and to Massachu- 
setts, but being barred therefrom just 
now because of the reserve require- 
ments of each. Executives of all of 
the companies of the East sympathize 
with the desire of their western asso- 
ciates, and have done all within their 
power to secure a modification of the 


statutes in both of the states named 
along the desired lines; but thus far 
without effect. 


Appeal Made to Phillips 


Last year the laws of New Jersey 
were amended, and some months ago a 
strong appeal was made to Superin 
tendent Phillips of New York to the 
same end, Vice-President Moir of the 
Home Life, Vice-President Rhodes of 
the Mutual Benefit Life, General Coun- 
sel McIntosh of the New York Life, 
Vice-President Appel of the New Eng- 
land Mutual and others urging that 
reserves under the modified prelim- 
mary term plan be authorized. Mr. 
Phillips expressed no opinion in the 
matter either at the time or subse- 
Guently, but it was generally felt his 
office did not favor the suggestion. 

Superintendent Phillips is agreeable, 
however, to a slight modification of the 
expense clause of Section 97 of the New 
York insurance law, and his depart- 
ment is behind the bill to that end now 
before the legislature. The net effect 
of the change, assuming that be adop- 
ted, will be to grant life companies a 
little more leeway in the matter of 
expenses for business getting, a desid- 
eratum in view of the increased cost 
of conducting operations since the gov- 
erning statute went into effect nearly 
15 years ago, The measure was de- 
signed to check reckless expenditures 


by life offices, and while an advance 
over present figures will be allowed 
under the amended law, Mr. Phillips 


says, this “will be so slight that it will 
not be a violation of the principles 
under the expense limitation law.” 


Attitude Is Disappointing 


Having assented to this modification 
of the statute Superintendent Phillips, 
doubtless feels that he has gone far 
enough at this time, and is not disposed 
to look with favor upon any change in 
the reserve requirements. 

_ The attitude of the New York super- 
intendent in the latter connection is 
distinctly disappointing to underwriters 
in all sections of the country; to the 
western company executives in that it 
will defer for a time at least their entry 
into the Empire State and to Massa- 
chusetts—for had New York acted fa- 
vorably in the matter, it was taken for 
granted that the Bay State would fol- 
low suit—and to managers of eastern 
offices who were sincerely desirous of 
helping so far as they possibly could 
their competitors from other sections. 
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Indiana 
the Home of Excellent 
Transportation 






































this character. 


erse the north. 
that are a credit to its cities. 








People who have travelled through Indiana have 
often spoken of its interurban railway system as 
the best in the country. The state is intertwined 
north and south, east and west with excellent in- 
terurban facilities. In traveling from town to town 
it is most convenient to have transportation of 


Furthermore, Indiana has a vast steam railroad 
system. Across its domain run the big trunk lines east and 
west. Diagonally across it are the big southern lines that trav- 
Indiana, too, has many street car systems 


The ease with which people can get about the state 
puts them in touch with the activities of the times. The people 
of Indiana are a broad minded, big visioned, far seeing people. 











WORKERS LONG LIVED 


PLACID EXISTENCE NOT BEST 





Survey of Effects of “Strenuous Life” 
On Longevity Brings Out Inter- 
esting Facts. 





NEW YORK, April 12.—Life under- 
writers, as well as business men gen- 
erally, will be interested in the result 
of a survey recently conducted by Dr. 
A. L. Goldwater of the research depart- 
ment of the “Medical Review of Re- 
views,” to determine whether the 
“strenuous life” conduces to longevity 
or the reverse. The consensus among 
American business men, according to 
Dr. Goldwater, is “that there is no 
foundation for the popular belief, long 
cherished by credulous laymen and lazy 
philosophers who do not know beiter, 
that a placid existence is the best insur- 
ance of longevity.” On the contrary, 
he asserts, “the replies to the queries 
sent out are unanimous in the declara- 
tion that constant activity produces 
longer life, better health and greater 
happiness than earlier retirement to a 
less active way of living.” All agrée 
that 1t is worry and not hard work trat 
kills, and that if a means were found of 


LOAN CALLS STILL BIG 


ONLY SLIGHT DECREASE SEEN 





Policyholders Still Making Heavy De- 
mands on Life Companies for 
Accommodations 





NEW YORK, April 12.—Although 
there has been a slight falling off in 
the demand for policy loans, the calls 
for such accommodations are still 
heavy and life company officials would 
be glad to see the practice sharply 
reduced, as its continuance forces all 
othces to retain liberal cash balances 
which otherwise they would be able 
to invest in long term securities. While 
it may be and doubtless is true that a 
percentage of the calls for loans comes 
from parties who in the present de- 
pressed condition of the financial mar- 
ket seek Opportunity to buy stocks and 
bonds at prices that would yield 6 or 7 
per cent., an advance of from 1 to 2 
per cent. over what they are required 
to pay for their policy loans, the great 
majority of the loans are secured by 
men who need the money either to pro- 
tect their businesses, or to purchase 
homes, the last named condition not 
infrequently being forced upon them by 








rapacious landlords who see in the 
existing great shortage of residences a 
golden opportunity to dispose of prop- 
erties at extravagant figures. Appli- 
cants for loans are asking the maxi- 
mum obtainable under their contracts, 


eliminating worry, men and woinen ico, 
could go on doing effective work long 
beyond the period now generally held 
to be the limit for active service. 


Insurance Executives’ Replies 


We"submit that a people of this kind make the 
best life insurance prospects. They are thrifty. They desire 
to have their children educated. They want their homes pro- 
tected. They believe in monthly income insurance. They are 
purchasers of endowment insurance. They are insurance buyers. 
Indiana is known far and wide as a great insurance state. 

















Indiana. The Central States Life of 
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There is an advantage to an agent soliciting! 
insurance and yee a company that specializes on} 

































































Come with the 


Central States Life 


Insurance Company 
CRAWFORDSVILLE, INDIANA 





If you want to write life insurance 
in Indiana 
WRITE TO 


THOMAS L. NEAL 


Second Vice President and Agency Manager 


President Secretary 


Edwin M. Brown Clifford V. Peterson 






















































































































































































The reply of W. B. Clark, president 
of the Aetna (Fire), who is in his 81st 
year, to the inquiry reads: “I doubt 
very much indeed if steady hard work 


wart workers in the field of underwrit- 
ing. Thus E. G. Snow, head of the 
Home group oi fire insurance compan- 
ies, despite his 80 years, is as mentaliy 
alert and physically sound as is the aver- 
age man of 50; Haley Fiske, president 
of the Metropolitan Life, at 69 is work- 
ing as hard as he ever did in his entire 
previous life, and the quality of his 
effort was never greater than it is 
today; Samuel Appleton, United States 
manager of the Employers Liability, 
finds his 75 years no handicap to de- 
veloping the great business of that cor- 
poration under his control; J. Mont- 
gomery Hare at 79 finds it no burden 
to attend the duties of his office as 
associate United States manager of the 
Norwich Union; nor does President 
Frelinghuysen of the Mutual Benefit 
Life chafe under the 71 years chartered 
against him upon the calendar. These 
men, and others who have preceded 
them in the administration of the affairs 
of great insurance corporations have 
learned to work easily and systematic- 
ally, appreciating long ago that it was 
not work but worry that wears. 


Conditions in North Dakota 

Life insurance men in North Dakota 
say that conditions have improved in 
that state within the last few weeks. 
North Dakota is primarily an agricul- 
tural state. It was hard hit by the de- 
cline in the prices of farm products. The 
suspension of some forty banks cre- 
ated fear. Farmers were unable to get 
money and business was more or less 
in a state of stagnation. Seemingly the 
fear of panic has gone. There is a 
more confident atmosphere and people 
are more hopeful. During the winter 
season, when the farmers were hugging 
their stoves they were pessimistic. 
They are now out at work, the sun is 
shining and they are anticipating the 
forthcoming crop and there is an opti- 
mistic note being sounded. Better 
business for the rest of the year is 
anticipated. 





The Chicago general agency of the 
Mutual Benefit Life will be moved April 
21 to 402-414 Marquette building. 





and so numerous are the requests that 
one prominent company of this city 
admits its policy loan department is 
three weeks behind in its consideration 


Crawfordsville knows its home state from AT . produces a detriment to any man en-| of applications. 

stem to gudgeon. It knows the people and joying reasonably good health.” The 

their needs. It is an Indiana company for 4 theory of Mr. Clark is not only born First Requests from South 

Indiana people. yi out by his own experience, but is Loan requests first came in from the 
attested by the example of other stal- | South and were induced by the sharp 


decline in the price of cotton, the great 
staple of the section. Later the gen- 
eral business depression extended to 
the East, gradually reaching into the 
cther territories, until today applica- 
tions for loans are had from every 
quarter, and from representatives of 
almost every profession and industry. 

If carried too far the practice of 
making policy loans might prove em- 
barrassing to the life companies, re- 
quiring as it easily could the sale of 
standard securities at sacrifice figures 
in order to meet the needs of policy- 
holders. The situation has not reached 
that point yet, nor is it anticipated that 
it will, and yet managing underwriters 
treely concede that they will be hap- 
pier when the era of easier money 
arrives, and the present constant de- 
taand for accommodation from their 
policyholders ends. 


Situation Not Without Benefits 


The situation has not been without 
its benefits, however, for it has im- 
pressed upon the minds of the public 
the fact that the security behind the 
life insurance companies is indisputably 
sound, and that their pledges can be 
relied upon at all times and under al! 
circumstances. Other securities have 
greatly depreciated in value and were 
it not for the loans to be had upon 
life policies, many a business man would 
have been seriously embarrassed during 
the past twelve months. Wide-awake 
agents have not lost sight of the loan 
value condition in their canvass for 
new business, and it has proven a dis- 
tinctly helpful point. 


Wisconsin Fraternals in Contest 

The old-time contest between the 
adequates and the nonadequates among 
the fraternals came up before a com- 
mittee of the Wisconsin legislature this 
week. Bill No. 425A, introduced only 
last week, was the subject. It relates to 
rates of contributions and segregation 
of funds for fraternal benefit societies 
This measure is regarded as an effort on 
the part of the so-called adequates to 
bring the entire Wisconsin practice up 
to the standards of the fraternal con- 


gress. 
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Insurance in Force, Over $51,000,000.00 


You Are Working For Commissions—Sell Policies Providing Real Protection 





If totally disabled, the company waives payment of premiums and pays an income as 
long as total disability continues. If accidentally killed, the company pays family DOUBLE 
the amount of insurance. 


WE PAY LIBERALLY FOR BUSINESS 
For Agency in N. W. Texas, Address T. J. MURPHY, Gen’! Agent, 412 Burton Bldg., Ft. Worth, Tex. 








FOR DISTRICT GENERAL AGENCY IN OTHER STATES, ADDRESS 


Reserve Loan Life !strance, Company 
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Splendid Publicity Work 


Tue Davenport, Ia., life insurance 
men achieved a great publicity stunt in 
the daily papers of that city during the 
time of the sales congress. Davenport 
always celebrates life insurance week 
when the business is featured in the 
daily papers. This year the most spec- 
tacular and effective publicity was se- 
cured by listing the names of the 
heaviest insured men in the county in 
which Davenport is located. The cut of 
12 of these appeared in the papers. 
This feature made a wonderful impres- 
sion on the people of the city. It 
showed that their leading business men 


were heavily insured. The most heavily 
insured man is H. C. Kant, who car- 
ries $600,000 insurance. It was said 
that Davenport citizens carry $80,000,- 
000 of life insurance. 

The Davenport life underwriters de- 
serve much credit for this remarkable 
piece of publicity which they secured. 
The fact that the names of these promi- 
nent business and professional men were 
mentioned together with the amount of 
insurance they carry and the photo- 
graphs did ‘much to stimulate interest 
in the subject among the people of that 
city. 


Commissioner Savage Vindicated 


THE committee on departmental 
affairs in the Iowa legislature brought 
in a report last week completely ex- 
onerating Insurance Commissioner 
A. C. Savace of that state from “each 
and every claim or complaint of irregu- 
larity.” 

The Iowa legislature started an om- 
nibus investigation of the various state 
departments. The insurance depart- 
ment was included in the list. The 
complaints against it were few and far 
between and when the committee be- 
gan searching the records and review- 


ing the activities of the department it 
was found that it was one of the most 
efficiently conducted bureaus in the 
state house. Commissioner SAVAGE 
has impressed all who have come in 
contact with him and who have had 
relations with the department as being 
an eminently fair man, who desires to 
see justice accorded to all. That he 
has come out with flying colors in the 
probe directed at his department is 
not surprising to those who know of 
his work and his reputation for effi- 
ciency and fairness. 


Friendly Enemies 


Ir is surprising 40 see how new men 
in the business Gare impressed by 
monthly income policies, how their en- 
thusiasm for this form of insurance 
grows and then how it wanes after they 
have been in the business a while. 

Is this poor that monthly income in- 
surance is not a good seller? 

Not in the least. 

The new agent goes forth to sell. He 
practices on income contracts. He is 
no more successful than the new sales- 
man who starts out selling lump sum in- 
surance. 

He knows something is the matter. 
He does not blame his own ignorance 
of salesmanship and insurance but 
rather the policy he is attempting to 
sell. By the time he gets discouraged 
and changes over to lump sum insur- 
ance he has learned enough about his 
business to make sales. He concludes 
he was on the wrong road when the 
truth was that his engine was not hit- 
ting on all six. He then proceeds to 
stick to lump sum policies. 

Then another new agent comes into 
the office. He tries monthly income in- 
surance. He does not start off in a 


whirl of dust. The other agent who 
had a similar experience tips him off 
that he is presenting the wrong kind of 
insurance. The new man takes _ heart, 
starts fresh and either succeeds or gets 
out of the business. 

Thus have been gathered in nearly 
every general agency in the country a 
group of men friendly to the insurance 
business but inimical to monthly income 
policies. And they are encouraged in 
their belief by older agents who did not 
want to change their methods of selling, 
older agents who gave income policies 
a half-hearted whirl and older agents 
who are still thinking as men thought 
in the old days when it was well nigh 
impossible to sell anybody as much life 
insurance as a man should have. 

Possibly the new man should be told 
that he should learn first how to sell 
simple insurance and then when he 
learned that he would be safe in trying 
forms that fit a crying need and forms 
that make it possible to sell men as 
much insurance as men should have. 
Possibly this plan would whet the ap- 
petite instead of taking the edge 
from it. 
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PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 








The managers and field men of the 
Phoenix Mutual have a joint association 
which always is in strong coordination 
with the company administration. In 
addition to the association itself there 
‘is a liaison body called the field coun- 
cil. The members consider the welfare 
of the association and also themselves 
subject to the call of the home office 
at any time to consult upon company 
affairs and to carry back accurate re- 
ports to their associates. The council, 
consisting of five managers and three 
field men, has been at the home office 
for two days this last week. Among 
other things preparations were made 
for the convention in the new home 
office building to be held June 8-10—the 
managers gather on the 7th. The 8th 
will be President Holcombe’s birthday, 
and this, together with the house warm- 
ing and the company’s 70th anniversary, 
will make the occasion unusually 
notable. 


Charles W. Scovel of Pittsburgh, 
who accompanied President Orville 
Thorp of the National Association of 
Life Underwriters on the most remark- 
able tour ever made in the interest of 
any line of business or politics, believes 
that the interest shown at the sales 
congresses held in every section of the 
country gives absolute assurance that 
life insurance will go ahead by leaps 
and bounds in the next two or three 
years and will surpass all records made 
even during the boom period. 

“Tt certainly was a wonderful experi- 
ence,” said Mr. Scovel, “to see the 
eagerness with which these fellows 
drank in the idea of putting the busi- 
ness on a real service giving basis. They 
had realized, somewhat vaguely, to be 
sure, but none the less surely, that 
things had to be put on a new basis and 
now they are going ahead on that new 
basis. There may be a slight slump 
this year in some sections, but not 
where the agents are really going to 
work and taking advantage of their 
opportunities. In our agency at Pitts- 
burgh the past few months have been 
ahead of the best months of recent 
years and the same condition prevails in 
many other places where agents are 
making an aggressive campaign. This 
means, of course, that the average size 
of policies written is much larger than 
heretofore. There are plenty of people 
who have money to buy life insurance 
if the agent will only go after them.” 

The “grand tour” of the insurance 
missionaries ended at Kansas City and 
Mr. Scovel is now on his way to his 
sister’s plantation in Louisiana for a 
week’s rest. Before that rest starts, 
however, he will make two addresses to 
the agency clubs of the Pan-American 
Life, which meet at the home office in 
New Orleans Thursday and Friday of 
this week, on business tnsurance and 
the monthly income plan. 


_The Oregon Life will celebrate its 
fifteenth anniversary April 15. “We 
are going right along on the same line 
with the passing of another mile stone 
April 15,” said C. S. Samuel, manager. 
“The company is ending its fifteenth 
year with a business of more than 
$25,000,000 on its books.” 


Dr. Ira E. Hoffman has been ap- 
pointed medical director for the Secur- 
ity Life of Chicago, succeeding Dr. 
S. S. Werth, who has taken up local 
examining in Chicago. Dr. Hoffman 
has had a wide experience in connec- 
tion with the medical side of the life 
insurance business, having been chief 
examiner for the Travelers in Chicago 
and local examiner in Chicago for 26 
companies. 


Plans are already being made for 
the 1922 meeting of the medical section 
of the American Life Convention by 
Dr. C. H. English, medical director of 
the Lincoln National Life, the new 

















DR. C. H. ENGLISH 


president of the medical section. He is 
in touch with many of the leading ex- 
aminers of the convention and is ask- 
ing for suggestions on subject matter 
which they consider most vital for 
present hour needs of insurance medical 
men, Dr. English also promises sev- 
eral new comedy features for the next 
assembly. 


E. R. A. Misemer, of the Occidental 
Life of Los Angeles, feels quite proud 
of the showing his agency made dur- 
ing March. At the meeting of the 
Occidental’s $100,000 Club in February, 
the members voted to designate March 
as Giles Month in honor of Secretary 
and General Manager Robert J. Giles. 
The company’s business for the month 
showed an increase of about 58 per- 
cent over February and a slight in- 
crease over the production of March 
last year, which was one of the com- 
pany’s banner months up to that date. 
The Misemer agency operates an in- 
dependent home office agency, writing 
business anywhere in California, Ari- 
zona and Nevada, and produced over 
29 percent of the company’s entire 
March business. The agency headed 
by Alex. Taylor, who produced $320,- 
500 examined business in March, wrote 
$504,500 for the first quarter of this 
year. The Misemer agency has set 
aside April as Misemer Month in 
honor of their leader, who expects to 
celebrate his 55th birthday and the 
completion of his 33rd year in the in- 
surance business April 26. 

Mr. Misemer will be remembered as 
the star writer for the Missouri State 
Life from 1904 to 1913, with an average 
annual production of between $500,000 
and $600,000, and half million men 
were not very plentiful among the 
agents of the smaller companies dur- 
ing those years. 

Maurice Bayard, formerly a_ well- 
known life insurance man and banker, 
died a few days ago in New York. The 
body was taken to his former home at 
Vincennes, Ind., for burial. After serv- 
ing through the Spanish-American war, 
Mr. Bayard went to Evansville, Ind., as 
a representative of the New York Life 
and lived there for a number of years. 
Later he went to Shanghai, China, 
where he represented the New York 
Life. At the time of his death Mr. 
Bayard was vice-president of the Lib- 
erty National Bank in New York. 


The Shenandoah Life of Roanoke, 
Va., had the biggest month in its his- 
tory in March, having written 100 per- 
cent more business than it did in 
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March, 1920. The company has also 
written 44 percent more in the first 
quarter of this year than during the 
similar period a year ago. 

Gaylord Davidson, who led the 
Shenandoah Life forces in personal 
production for March, which was the 
biggest month the company has ever 
had, wrote over one-third of a million 
of business, $83,500 of which was writ- 
ten on the last day of the month. Mr. 
Davidson is out for a record this year 
of writing more business than any 
other producer in the state of Vir- 
ginia. 

Two policies of life insurance totaling 
$25,000 were left by Col. William B. 
Davis, inspector of agencies for the Re- 
liance Life, who died suddenly at his 
home in Richmond, Va., recently. Both 
were carried in that company and were 
payable to his widow. In addition, he 
left an estate of $40,000 in trust for the 
benefit of his widow and two small chil- 
dren. Before connecting with the 
Reliance Col. Davis represented the 
New York Life at Nashville for some 
years. 


John C. Maginnis, president of the 
Eureka Life of Baltimore, took a one- 
week vacation to Atlantic City recently. 
While he was away, his field force de- 
cided to surprise him. They did—with 
a half million of ordinary business writ- 
ten in that one week. 


Important Texas Tax Decision 


A decision of far-reaching importance 
to Texas life companies was announced 
by the court of civil appeals at Austin 
last week in an opinion which affirmed 
the case of City of Waco vs. Amicable 
Life, and held that the company was not 
liable for any personal property tax 
for 1919. The principle enunciated also 
may be used in other states. The court 
holds outright that United States gov- 
ernment bonds and certificates of in- 
debtedness cannot be taxed, directly or 
indirectly, regardless of other exemp- 
tions under the Texas statute and inde- 
pendent of what fund the bonds may 
be credited to. 

Under article 4764, revised statutes of 
Texas, the value of the reserve shall be 
deducted from the total assets subject 
to taxation. The city of Waco claimed 
that with the reserve exempted the 
$906,050 of government bonds and cer- 
tificates were taxable. Both courts held 
to the contrary. The same article says 
the value of the real estate also shall 
be deducted from taxable assets. The 
court finds that with the securities, the 
reserve and the real estate exempt the 
Amicable owed no personal property tax 
for 1919. : 


Detroit Life’s Good Showing 


The record of the Detroit Life appar- 
ently indicates no diminution in the de- 
mand of the people of Michigan for life 
insurance. This company wrote 
$7,053,000 of paid-for business last year. 
The record of written business for the 
first quarter of the present year is 
$2,457,479. Compared with the first 
quarter of 1920 this shows an increase 
of $230,000. Net paid-for business in the 
first quarter of the present year was 
$1,480,139, and for March $742,133. 
Business written in March was $1,025,- 
900. This company, while operating ex- 
clusively in Michigan, is producing 
remarkable results in new _ business. 
Total business in force April 1 was 
$22.741,303. 

The Detroit Life has recently con- 
cluded a gold medal contest in honor 
of its tenth anniversary and is now 
announcing a new four months’ con- 
test in which awards of $1,000 are to be 
made to the agents in proportion to 
their new business. President M. E. 
O’Brien of the company believes that 
the record of continued success in writ- 
ing life insurance is due partly to the 
change for the better in general busi- 
hess conditions in Michigan, as well as 





Last Season’s Crops 
| in the Two Dakotas | 


recent issue I took considerable in- 
terest in the article entitled “Life In- 
surance Getting Back to State of Nor- 
malcy.” I am particularly interested in 
your comment on the “Agricultural 
West,” wherein you state that North 
and South Dakota and several other 
states life insurance had suffered a 
sharp decline, especially in the rural 
communities because of the fact that 
last fall prices of farm products went 
to a low level and as a consequence 
the farmers did not sell their crops. I 
am quite familiar with the conditions 
in North Dakota and wish to advise 
you that there is but a small percent- 
age of last year’s crops still on the 
farms. It is true that a great many 
farmers did not sell when they saw 
that the wheat started to go down, but 
before very long it became necessary 
for them to sell a little at the time, as 
the banks refused them any further 
credit and it therefore became neces- 
sary for them to pay cash for most of 
the things they bought. For this rea- 
son they had to sell a little grain when- 
ever they wanted to buy something 
which they have been doing since last 
fall. 

a ae 

I am sure that I would be safe in 
saying there is not 20 percent of last 
year’s crops still on the farms. In 
scattering instances we may find that 
some farmer has all of his last year’s 
crops, but there are mighty few cases. 
In the majority of instances practically 
the only grain that is left on the farms 
is that which will be necessary for 
seed this spring. You may appreciate 
that the proceeds of the 1920 crop did 


expensive proposition for the 
when he had to pay $8 and $9 a day for 


drop back to where they were when 
they got harvest hands for $3 a day. 
Farmers paid as much as 30 cents a 
bushel for threshing the grain alone, 
so you see that they got barely enough 


nothing of paying up the debts which 


summer and fall of 1920. 
T. Lynner GENERAL AGENCY, 
Travelers Insurance Co. 


Regional Meeting at Grand Rapids 


It is expected that 250 agents of 
Michigan and Indiana will attend an 
educational conference to be conducted 
by the Equitable Life of New York in 
Grand Rapids, Mich., April 28-30. 

The series of community conferences, 
of which the Grand Rapids session will 
be one, is an outgrowth of the Century 
Club of the Equitable, which has re- 
cently been abandoned. In 1919 the 
60th anniversary of the company was 
celebrated in New York and it was 
found no single dining room was suf- 
ficiently large to hold the 1,500 dele- 
gates who attended. Last year there 
were three regional conferences held, 
but that plan has also been abandoned 
as impracticable, as the membership of 
the Century Club is growing rapidly. 
The new plan emphasizes the educa- 
tional feature more than the club ar- 
rangement. 

Invitations will be sent from the home 
office of the company at New York to 
those agents who qualify by having 
written the necessary amount of busi- 
ness. 

Frank L. Brooks, manager of the 
Grand Rapids office, is assisting with 
the arrangements. Speakers will be 
Superintendent of Agencies L. C. York 
and Vice-Presidents F. H. Davis, W. J. 
Graham and J. A. Stevenson. 


The American Bankers of Chicago has 





to the efficiency of his organization. 


INSURANCE 


ARGO, N. D.—To the Editor—In a 


not reach very far because it was an | 
tarmer | 


harvest hands and then have the prices | 


to pay the operating expenses, to say | 


were incurred throughout the spring, | 





retired from North Dakota. 

















Great Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. Contracts direct with the 
Company. 


The Franklin is making phenomenal 
progress, having reached the $100,000,- 
000 mark May Ist. 


For information write the Home 
Office. 


Springfield, Ill. 
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A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating Policies. As regards 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. We insure males and females 
at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 











1867 1921 


THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 
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CAPITAL, $200,000.00 






a born in the West, tors of the 

built fer western peepie, “Multiple Option” Poliey, 

by western men. a three-in-one contract. 
A good for the 


GOOD AGENTS WANTED 


Progressive In Its Ideas 


STBPMEN M. BABBIT, Prec. 











AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, TEXAS 
W. L. MOODY, JR., President 


SIXTEENTH ANNUAL STATEMENT 
December 31, 1920 


ADMITTED ASSETS LIABILITIES 


Real Estate Owned $ 865,500.00 Net Reserve, American Exper- 
Mortgage Loans, First Liens... 3,794,020.40 ience 3 2nd 3!4 per cent. .....$7,396,045.84 
Collateral Loans . : 1,000.00 Special and Contingent Re- 
Loans Made to Policyholders serve ewe eacai eseees 259,645.61 
(on this Company’s Policies). 833,036.67 Reserve for Death Losses in 
| sane Bike ,308,800.52 Process of Adjustment ...... 90,378.28 
Cash in Banks ec eseee 1,061,568.06 All Other Liabilities. ..... .-- 227,915.57 
Certificates of Deposit......... 46,430.00 Capital Stock.......$500,000.00 
Interest Due and Accrued .. 261,563.71 Assigned Funds .... 213,379.00 
Net Deferred and Uncollected PINE. cancesscdawe 000.54 
Premiums cepawsdeanseuceen. (an Surplus to Policyholders ...... 1,441,379.54 
All Other Assets .......... ; 4,196.87 
Total ....$9,305,364.84 _ ....$9,305,364.84 


Insurance in Force, $145,648,442.00 


Total Paid Policy Holders Since Organization $9,106,964.47 
“ANCHOR TO THE ANICO” 


For further information communicate with 


C. S. HUTCHINGS, Actuary and Agency Mgr., Ordinary Department 
W. J. SHAW, Secretary and Megr., Industrial Department 











More Than 1!4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
icy contracts in force than this Company. A study of the 
ollowing growth in ten years is invited: 





Jan.1,1911 Jan. 1, 1916 Jan. 1, 1921 
Assets $ 5,614,764 $10,279,663 $ 22,885,957 
Policies in Force 371,106 613,615 1,277,277 


Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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WEST COAST NEW TEXAS DEAL 





Hornberger, Schmitt & Co. to Take 
Over Representation of Company 
in Lone Star State 





Charles W. Helser, vice-president and 
manager of the West Coast Life, closed 
a deal this week whereby the West 
Coast will be represented in Texas by 
Hornberger, Schmitt & Co., one of the 
largest insurance agencies in the Lone 
Star state. The West Coast, by this 
contract, will get the interest of ap- 
proximately 1,000 agents and the benefit 
of a complete organization. J. G. Horn- 
berger of Hornberger, Schmitt & Co. 
was at one time an agent of the New 
York Life before that company retired 
from the Texas field. He has long de- 
sired to get back into the life insurance 
business and will give his personal at- 


Coast service. 

G. H. Albers, who has been state 
manager for the company for the past 
three years, will go over to the new 
representatives as a personal producer, 
which he has desired, and will also 
serve as an advisor. J. M. Albers, 
agency supervisor, goes over to Horn- 
berger, Schmitt & Co. in the same | 
“apacity. 








Minnesota Mutual in Chicago 


|} partnership 


moted to assistant superintendent of 
agencies at the home office of the com- 
pany. Mr. Harrison is president of the 
International Optimist Clubs of the 
World and was presented with a beau- 
tiful gold watch and chain by the 
Optimist Club of Louisville just before 
his departure from that city. 


A. H. Challiss and C. O. Fischer 


Arthur H. ChaMiss of Challis & 
Fischer, general agents of the Massa- 
chusetts Mutual Life at Peoria, IIL, 
who have the general agency for the 
central part of the state, is leaving the 
company to go to the Pacific Northwest. 
He will locate either in Washington or 
Oregon near the mountains. Mr. Challiss’ 
health has not been the best for the 
past few months and he desires to get 
out to the coast. He is going to take a 
complete rest from active business for 
a number of months. Chester O. Fischer 
succeeds as general agent. The two men 
have been partners for over seven years. 
From a small office writing $300,000 a 
year in 1914, the general agency has 
grown until last year it wrote almost 
$3,000,000. The two young men have 
worked splendidly together and have 





built up a splendid organization. 
C. A. Barton 
Cc. A. Barton, formerly of Barton & 


Beck, state agents of the Provident Life 
at Bismarck, N. D., has entered into 
with S. D. Cook, general 
agent for the Montana Life. The new 
firm will have the state agency of the 


| Montana Life. 


Luther, Egan & Springston of Chi- | 
cago have taken the general agency of | 
the Minnesota Mutual Life for Illinois, | 
except that portion of the state covered | 
by General Agent L. P. Livengood of | 
Danville, and a few counties adjoining | 
St. Louis. This general agency is | 
823 Rookery building. In 
addition to the Minnesota Mutual it 
represents the North American <Acci- 
Republic Casualty and National 
Fire. Mr. Luther is superin- 


can Accident. Mr. Egan and Mr. 
Springston are experienced life insur- 
ance men. 








Travelers Appointments 


H. A. Persell, manager of the Travel- 
ers at Pittsburgh, has been appointed 
manager of the life and accident depart- 
ments, Forty-second street branch 
office, New York City. Robert J. 
Waugh, manager at Atlanta, Ga., has 
been appointed to succeed him. 

E. F. McLaughlin, manager at To- 
ledo, O., has been appointed manager 
of the life, accident and group depart- 
ments at Atlanta, Ga. Charles L. Byars, 
special agent at Cincinnati, has been 
appointed manager at Toledo. 

Ernest S. Houx, assistant manager 
St. Louis branch office, has been pro- 
moted to manager of the life, accident 
and group departments, Louisville, Ky. 
He succeeds W. O. Cook, resigned. 


William H. Harrison 


William H. Harrison, who has been 
general agent of the Connecticut Mutual 
Life at Louisville, Ky., has been pro- 





Brooks Marmon 
Appointment of Brooks Marmon 
district manager at Roanoke, Va., for the 
Sun Life of Canada, is announced by Neil 


as 


D, Sills, Virginia manager. Mr. Marmon 
was formerly with the Mutual Life of 
New York at Roanoke in a similar ca- 
pacity. 


Life Notes 

L. H. Westerman has been appointed 
general agent of the Old Colony Life of 
Chicago at Detroit. 

Frederic M. Kramer, one of the agents 
of the Northwestern Mutual Life in Chi- 
cago, died a few days ago. 

M. J. Cleary, vice-president of the 
Northwestern Mutual Life, Milwaukee, 
has just returned with Mrs. Cleary for a 
ten-day visit at French Lick, Ind. 

The appointment of Fred A. Neikirk as 
agency organizer for the Reliance Life 
with Richmond, Va., headquarters is an- 
nounced. Mr. Neikirk was formerly gen- 
eral agent at Bluefield for the company. 

The Philadelphia office of the Pacific 
Mutual Life, which for a number of 
years has been conducted by J. C. Sta- 
ples, has been moved from the down- 
town insurance district to 404 Perry 
building, at Chestnut and Fifteenth 
streets. 

Rupert F. Fry, president of the Old 
Line Life of America, will be one of 150 
Milwaukee business men to join in a 
trade booming trip by Milwaukee job- 
bers and manufacturers in June, through 
Iowa, Minnesota and Wisconsin, in a 
special train, 

William C. Knoelk, city manager of 
the Great Northern Life, Milwaukee, 
lectured on Monday evening to the Mar- 
quette University class in insurance on 
“Business Insurance.” He was selected 
because of his experience not only as a 
life underwriter, but also as an expe- 
rienced teacher. Mr. Knoelk was for 
some years principal of the Boscobel, 
Wis., high school. 





NEWS OF LOCAL ASSOCIATIONS 





INSURANCE LAWS EXPLAINED | 


a 
Former Commissioner Sanborn and | 
Warren M. Horner Address St. 
Paul Association 








ST. PAUL, MINN., April 12.—John 
B. Sanborn, former insurance commis- 
sioner, and Warren M. Horner of Min- 
neapolis were the speakers at the 
monthly meeting of the Minnesota Life 
Underwriters. Mr. Sanborn explained 
the application of laws pertaining to 





life insurance, with special reference of 
“border-line” matters. The rebating 
law prohibits the giving of any advan- 
tage or distinction with respect to the 
amount paid for a policy of insurance. 
Another similar law prohibits the re- 
ceiver of insurance to receive any in- 
ducement or rebate. The subject of in- 
terest on notes has been the subject of 
much debate. Mr. Sanborn stated that 
when commissioner he had brought to 
his attention a case where a note was 
given for life insurance, payable at con- 
venience of the note signer. This Mr. 
Sanborn held to be illegal as a special 
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Nothing Else Like The 


UNIQUE MANUAL-DIGEST 


On the Market 
Order Your 1921 Copy Today 


Deliveries Commence May 15 


When all is said and done 


A salesman wants just one book that will give him all the facts he needs about all the companies. 
That book is the Unique Manual-Digest. 


And the Only One 


published. It is in a flexible, red-leather binding, printed on thin paper, and contains all the information 


of all the other books 
And a Lot Besides 


In the first place, it shows all the companies, about 250 in number. How often have you wanted 
to look up some small company and found that your book didn’t haveit? The Digest shows them all. 

It gives the annual balance sheet of each company in detail, not just the main items. A lot of 
money is spent each year by the publishers in getting this information from the different companies, 
scattered all over the country, in time for the early publication of the Digest. 

It analyzes the policy contracts for you—on all points—not just the more obvious ones. This is 
the greatest compilation of policy contracts and company practice ever made and is alone worth the 
price of the book. You can’t get this any where else. 

The premium rates, dividends, net costs and surrender values are all in this book, more complete 
than elsewhere. Disability and double indemnity premiums, all the dividends the company publishes, 
net costs both ways, surrender values (cash, loan, paid-up and extended) at five year ages on nine forms— 
everything up to date of publication and including of course all the 1921 dividends and net costs—the 
only book that does it. There is even a listing of every policy issued by each company in its rate 
book, with sample rates at ages 25, 35 and 45. 

A department of General Information on each company that tells you all about it, its plans, 
territory and scope—a great many items that you need to “‘size up’”’ a company. 

Over 100 pages of reserve, mortality and other important tables that you need in your every 
day work. 


Ten Dollars would be a low price for this standard reference book on every phase of the 
business and policies of all the companies. The price is 


$3.50 per Copy 


and there is a way to get the benefit of the quantity rate on all the books purchased by the agents of 
your company. 


You’re Not Equipped 


If you don’t have it. Buy the vest pocket books if you want to but don’t claim to be an authority 
on life insurance unless you get the Manual-Digest each year. 
A file of it over a series of years constitutes a life insurance library in itself. 


THE NATIONAL UNDERWRITER COMPANY 


Duttenhofer Bldg., Cincinnati, Ohio 
A Last Word 


Get over the idea that these books are competitive ; of course you don’t sell life insurance with 
them; but you have to have the information if you claim to be a life insurance man. This is the 
cheapest and best form in which it can be obtained. 


10,000 Sold 
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Agency 


Opportunities 
in 
Arizona 
California 
Colorado 
Illinois 
Indiana 
Iowa 
Michigan 
Minnesota 
Montana 
Nebraska 
North Carolina 
North Dakota 
Ohio 
Oklahoma 


Pennsylvania 
South Dakota 
Texas 
Utah 
West Virginia 


Your Stock in Trade 


Progressive manufacturers strive to 
give their salesmen the most complete 
stock of their particular line of merchan- 
dise. They know it is good business to 
offer their representatives a chance to 
supply the needs of all the buyers in their 
territory. 


The Lincoln National’ Life Insurance 
Company serves its agents in the same 
progressive way. 


The Lincoln Life gives its salesmen 
the opportunity of writing women on 
the same basis as men and down to ten 
years of age for regular life and endow- 
ment insurance. ‘The Lincoln Life ac- 
cepts the risk on 99 percent of applica- 
tions received, and so scientifically has it 
based its ratings that for the past fifteen 
years The Lincoln Life mortality ratio 
has been less than 48 percent of the 
expected. 


To this sales advantage of being able 
to deliver policies to the largest per- 
centage of prospects, The Lincoln Life 
adds the service benefit of issuing and 
delivering all policies with dispatch. 


Because of the progressive service 
standards of The Lincoln Life it pays to— 
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The Lincoln National Life 


Insurance Company 


‘‘Its Name Indicates Its Character’’ 


Lincoln Life Building, Fort Wayne, Indiana 


Now More Than $170,000,000 in Force. 





inducement; something to which the 
party taking the insurance was not en- 
titled. He always had ruled a note 
taken for insurance, which did not bear 
interest, was a violation of law, and 
that a note running more than 60 days 
was a special privilege which amounted 
to a rebate. The rate of interest does 
not necessarily have to be the legal rate, 
but the current rate which a borrower 
would have to pay elsewhere for money. 
The safe method for the agent, in mak- 
ing out a note, is to fix the rate of 
interest the same as other people in the 
business would pay for like accommo- 
dation. 

Relating to back-dating of policies, 
some companies back date to the time 
of the application, others to the date of 
the medical examination. Back-dating 
to where a change in age of the appli- 
cant is made, he said, is clearly an ille- 
gal and improper discrimination, 

On the subject of twisting, agents 
show considerable misunderstanding of 
the law. Some agents still seem to think 
they are conferring a favor on a pros- 
pect when they try to explain to him 
his existing policy is not as good as 
the one offered, and that he should 
change. This is both unethical and ille- 
gal, said Mr. Sanborn. No agents should 
be permitted to hold a license if incom- 
petent to sell insurance on its merits, 
if incompetent, unqualified, or has 
caused lapsation of any policy to the 
damage of any one already insured. 

“Mr. Phillips, actuary of the state de- 
partment for 20 years,” said Mr. San- 


‘born, “has always held an agent cannot 


cause a life policy in any reputable com- 
pany to lapse without damage resulting 
and an actual injury to the assured. 
What the insurance agent should do is 
to sell business on its actual merits and 
not through dissatisfaction with some 
other company.” 

The law against discrimination doesn’t 
punish honest mistakes, but is aimed 
against willful action. In selling insur- 
ance every agent should take pains to 
make sure the assured understands the 
provisions of the contract and especially 
that the dividends are merely estimated. 
It is the aim of the law to see that the 
assured, so far as possible, only deals 
with competent and honest agents. 

As to trading out premiums, to be 
legal the deal will have to show the 
assured is not being given an individual 
advantage against other prospects. 

Mr. Horner spoke of insurance as a 
stabilizer of credit. Business insurance 
prospects are divided into two classes, 
those who are in actual need at present 
of such protection and those who require 
it for a future emergency. It is essen- 
tial for both classes. Some of the best 
business friends the speaker had today 
were men on whom he had written busi- 
ness protection and whose policies now 
have substantial reserves to their credit. 
Many business insurance policies have 
proved actual life savers in some in- 
stances. Periods of business depression 
should not be depressing to the agent 
who writes business insurance, but af- 
ford all the more opportunity for the 
live agents to press the great need of 
the protection they offer. 

* * * 

Greenville, S. C.—Life insurance men 
of Greenville have organized the Green- 
ville Life Underwriters Association, and 
will back up the state and national bod- 
ies to the fullest degree by 100 percent 
membership and all the necessary effort 
to accompany. 

It is the earnest intention of this 
Greenville aggregation to make a ma- 
chine which will function in every 
department for the upbuilding and ad- 
vancement of the business of life insur- 
ance in South Carolina, each individual 
striving to uphold the ideals as set forth 
by the National Association and other 
bodies of insurance men throughout the 
country. 

W. B. Coxe of the State Mutual was 
elected president of the new association; 
S. Casper Chandler of the Guardian, vice- 
president, and Miss Minnie Hunt, secre- 
tary and treasurer. 

*x* * * 

Memphis, Tenn.—The Memphis Associa- 
tion held a rousing meeting last week. T. 
B. Hooker of the New York Life was mas- 
ter of ceremonies. The following officers 
were elected for the coming year: P. M 
Harper, Missouri State Life, president; 
Dorian Fleming, Penn Mutual, vice-pres- 
ident; E. W. Hughes, Massachusetts Mu- 
tual, secretary; T. B. Hooker, New York 
Life, treasurer. The following executive 
committee was named: Sam Stout, Con- 
necticut Mutual; George Phillips, Pru- 








Se eS ee 


owas = seme em a 


com 
weal 
£000 
form 


from 
perio 
Jame 
missi 
Erass 


—w Ww 








April 14, 1921 


LIFE 


INSURANCE EDITION 











dential; R. Henry Lake, Equitable Life; 
J. B. Emery, Union Central, and Cliff 
Blackburn, Travelers. Fifteen new mem- 
bers were elected. 

On motion of Bolling Sibley of the 
Penn Mutual Life it was decided that the 
association should hold monthly meet- 
ings, and at each meeting there should 
be a program of addresses or sales talks. 
The president urged all members to at- 
tend the one day sales congress to be 
held in May at Chattanooga under the 
auspices of the State Association of Un- 
derwriters. 

E. L. Rice, vice-president of the Bank 
of Commerce & Trust Co., speaking on 
“The Signs of the Times,” said one of 
the signs was that the people of the 
country had been made to realize that 
they had lived at too fast a pace, and 
been too extravagant, and that thrift was 
the order of the day, and should be pro- 
mulgated by life insurance solicitors in 
their interviews with all prospects. 

John Osoinach, a Memphis attorney, 
formerly identified. with the Chamber of 
Commerce, speaking on “Organization,” 
called attention to the necessity of or- 
ganization in the life insurance business, 
and pointed out the good work being 
done by the Memphis Association. 

Cc. C. Dabney, manager of the Union 
Central at Nashville, was present and 
spoke briefly. Mr. Dabney pointed out 
the good results that obtain under 
proper organization, such as was out- 
lined by the previous speaker, and urged 
the Memphis men to attend the congress 
in Chattanooga. Mr. Dabney said his 
mission to Memphis was to select a suc- 
cessor to the late W. S. Rouderbush. He 
paid a glowing tribute to Mr. Rouder- 
bush’s ability and integrity. 

*x* * * 

Madison, Wis.—That every person in 
the United States should carry life in- 
surance in large or small amounts; that 
the best business men of the country 
have for years insured their lives in 
favor of their business and have saved 
many a concern from bankruptcy fol- 
lowing the adjustment period following 
the death of the owner, were declara- 
tions made by Solomon Levitan, presi- 
dent of the Commercial National Bank 
of Madison, speaking before the Madison 
association organization Wednesday 
evening. 

“I speak to you not as an 
agent but as a business man,” said Mr. 
Levitan. “The taking of life insurance 
has come to be an investment, just as 
the buying of real estate. There is one 
difference. The price of property may 
go down. It has its business hazards. 
Life insurance is a staple commodity. It 
is recognized by the state legislatures 
and the national government. It is pro- 
tected by every law and every court de- 
cision that will make it sound and sta- 
ble. The law cannot protect a man from 
making a fool bargain in the buying of 
property. It does protect the man who 
wants to buy insurance. Only those 
companies who have the approval of the 
state, who comply with the strict and 
stringent laws of the state, can sell their 
insurance. In the vernacular of the au- 
tomobile man, “life insurance is as near 
fool proof as it can be made.” 

“You have been told many times how 
the insurance policy protects the widow 
and the orphan. All of this appeals to 
sentiment and is true. But life insur- 
ance has come to mean more to the busi- 
ness man. Good business men take out 
insurance in favor of their business 
every time their obligations are _ in- 
creased. Then in case of death the busi- 
ness can go on. I am told that the Mayo 
Brothers, operators of the world famous 
hospital at Rochester, have purchased 
good sound securities and invested them 
in case of the death of the famous phy- 
siclans there would be a sufficient in- 
come so that their mammoth plant could 
weather the financial storm. That is 
g£00d business, but it is only another 
form of insurance. Life insurance is 
as necessary to the average business 
man as his business is.” 

x * * 

Lexington, Ky.—Life insurance in force 
in Kentucky increased from $25,386,988 
to $503,391,089 in the forty-five years 
from 1875 to the end of 1919, the last 
period for which records are complete, 
James F. Ramey, state insurance com- 
missioner, told members of the Blue- 
grass Underwriters’ Association at a 
meeting here. Total policies in force at 
the end of the year 1874, he said, were 
8,166 and at the end of 1919 were 1,247,- 
180. Losses paid during the year 1875 
were $445,133, and during 1919, $6,815,603. 
There were fourteen companies doing 
business in the state in 1875 and fifty- 
nine in 1919. 
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CENTRAL OF IOWA DIVIDENDS 


New Schedule for Year Beginning 
April 1, 1921, Announced by 
Des Moines Company 


Following are the new dividends of | 
Iowa for the year 
dividends | 


the Central Life of 
beginning April 1. These 
should be used instead of those ap- 
pearing in the 1921 edition of the 
Unique Manual Digest and Little Gem 
Life Chart, 
its schedule after those 
went to press for this year. 


publications 


as the company changed | 


Ordinary Life 


Age Prem. 1920 1919 
SE seséunsane 19.09 2.25 2.28 
a weeegest 20.89 2.31 2.36 
a eéeecnnceen 23.72 2.41 92.49 
De gasceeavee 27.41 2.56 2.70 
BD cccceseces 32.30 -2.80 2.99 
Oe. a46ueenese 38.92 3.19 3.47 
ae c86eeeeene 48.02 3.94 4.33 
oe sesescouss 60.55 5.30 5.83 
BO cccccccecs 78.00 7.62 8.29 
20 Payment Life 
21 ecccece 28.08 2.24 2.42 
a 6e08ene6ene 30.02 2.31 2.49 
BP ocsessaces 32.87 2.41 2.63 
ne asnnenceue 36.39 2.56 2.84 
Ge waeuse 40.79 2.80 3.11 
BB ccccccecese 46.44 3.19 3.58 
Oe s#eseeeene 53.94 3.94 4.43 
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rer 64.21 5.30 5.90 6.49 7.09 
Dt taulog kcdeiwae 78.71 7.62 8.32 9.01 9.69 
20 Year Endowment 
21 -. 49.00 2.65 3.03 3.53 4.07 
25 2.59 3.06 3.56 4,11 
30 2.65 3.12 3.63 4.17 
35 2.76 3.25 3.77 4.31 
40 2.96 3.46 3.98 4.64 
45 3.32 3.84 4.38 4.96 
50 4.02 4.60 6.19 6.81 
55 5.36 5.99 6.64 7.30 
60 7.64 8.37 9.06 9.77 
La Fayette Life 

The La Fayette Life has put out a 
new total and permanent disability 
clause providing for waiver of premium 


and a 1 percent monthly income in case 
of total disability. It follows the usual 
disability clause, but provides that in 
event of loss of both feet or both hands, 
the total disability being permanent and 
irrecoverable, the income payments be- 
gin immediately. 


Mutual Trust Life 


The Mutual Trust Life of Chicago has 
gotten out its new booklet of disability 
rates which are on the same basis as 
as to actual cost but are fig- 
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ured on the basis of $10 per month in- 
stead of $8.33 per month. 


Connecticut Mutual 


The Connecticut Mutual Life has now 
promulgated premium rates for ages 16, 
17, 18 and 19. Heretofore the rates of 
age 20 have applied. The rates: 


Plan 16 17 18 19 
Ord. Life ..... $16.62 $16.94 $17.28 $17.64 
10 Pay. Life... 44.24 44.83 45.45 46.09 
15 Pay. Life... 32.16 32.60 33.05 33.52 
19 Pay. Life... 27.16 27.53 27.92 28.32 
20 Pay. Life... 26.24 26.60 26.97 27.36 
25 Pay. Life... 22.78 23.09 23.42 23.76 
20 Yr. End. ... 48.76 48.80 48.84 48.88 
25 Yr. End, ... 37.72 37.77 37.82 37.87 


Manhattan Life 


A new series of policies and a sched- 
ule of rates therefor will be issued by 
the Manhattan Life within a few days. 
The contracts will embrace the broader 
disability and the double indemnity fea- 
tures, and will be most liberal in every 
respect. 


Wrote Two Million in March 


Superintendent of Agencies “Mose” 
Hopkins of the Philadelphia Life is in 
jubilant mood. The field force much 
more than made good their promises to 
write at least two millions of new busi- 
ness in March—president’s month. The 
examined business produced during the 
month amounted to $2,089,000. 


STATEMENT OF THE OWNERSHIP, | 





MANAGEMENT, CIRCULATION, ETC., | 


REQUIRED BY THE ACT OF CON- 

GRESS OF AUGUST 24, 1912, 

Of The National Underwriter, Life In- 
surance Edition, published weekly at 
Chicago, Ill., for April 1, 1921, 

State of Illinois, 
County of Cook. 

Before me, a Notary Public in and for 
the State and county aforesaid, person- 
ally appeared John F. Wohlgemuth, who, 
having been duly sworn according to 
law, deposes and says that he is the 
business manager of The National Un- 
derwriter, Life Insurance Edition, and 
that the following is, to the best of his 
knowledge and belief, a true statement 
of the ownership, management (and if 
a daily paper, the circulation), etc., of 
the aforesaid publication for the date 
shown in the above caption, required by 
the Act of August 24, 1912, embodied in 
section 443, Postal Laws and Regula- 
tions, printed on the reverse of this 
form, to-wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: 

Publisher, The National Underwriter 
Co., Cincinnati-Chicago-New York, 

Associate editors, H. J. Burridge, F. A, 
Post, Chicago, Il. 

Managing Editor, C. M. Cartwright, 
Evanston, Il. 

Business Manager, John F. Wohlge- 
muth, Hinsdale, Ill. 

2. That the owners are: (Give names 
and addresses of individual owners, or, 
if a corporation, give its name and the 
names and addresses of stockholders 
owning or holding 1 per cent or more 
of the total amount of stock.) The Na- 
tional Underwriter Co., Cincinnati-Chi- 
cago-New York; E. J. Wohlgemuth, Cin- 
cinnati, Ohio; John F. Wohlgemuth, 
Hinsdale, Ill.; Hazel W. Branta, Chicago, 
Ill, G. W. Wadsworth, Chicago, Ill; C. 
M. Cartwright, Evanston, Ill; W. S. 
Crawford, New York, N, Y.; H. M. Dig- 
gins, Cincinnati, Ohio. 

3. That the known bondholders, mort- 
gagees, and other security holders own- 
ing or holding 1 per cent or more of 
total amount of bonds, mortgagees, or 
other securities are: (If there are none, 
so state.) None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if 
any, contain not only the list of stock- 
holders and security holders as they ap- 
pear upon the books of the companv but 
also, in case where the stockholder or 
security holder appears upon the book 
of the company as trustee or in any 
other fiduciary relation, the name of the 
person or corporation for whom such 
trustee is acting, is given; also that the 
said two paragraphs contain statements 
embracing affiant’s full knowledge and 
belief as to the circumstances and con- 
ditions under which stockholders and 
security holders who do not appear upon 
the books of the company as trustees, 
hold stock and securities in a capacity 
other than that of a bona fide owner; 
and this affiant has no reason to believe 
that any other persons, association, or 
corporation has any interest direct or 
indirect in the said stock, bonds, or 
other securities than as so stated by him. 

John F, Wohlgemuth. 

Sworn to and subscribed before me 
this 3lst day of March, 1921, 

Mrs. C. M. Brown, 

(Seal) Notary Public. 

My commission expires May 21, 1921. 


} ss. 











Life Insurance in 
Its Business Appeal 





By HERBERT L. ADAMS 
Equitable of New York at Boston 
IFE insurance appeals to me as a 
high calling; one in which a man 

can maintain his self-respect and com- 
mand the respect of others. ; 

Born of an apparent necessity, 
founded upon practical lines and estab- 
lish upon sound business principles, pri- 
marily intended to afford that mutual 
protection for the family and the home 
which the individual alone could not 
well establish, life insurance has grown 
and expanded far beyond the conception 
of its founders and has broadened in 
scope until today it represents and 
offers to mankind a degree of service 
unequaled and unrivaled by that of any 
other business or profession. 

eS 

It appeals to me as peculiarly and 
distinctly a calling for live men, where, 
in proportion to efforts expended and 














| results accomplished, the returns in 


dollars and cents are as great as, if not 
actually greater, than can be realized in 
any other line of endeavor. 

It appeals to me because the rewards 
of one’s efforts may be seen in various 
ways aside from the mere _ dollars 
earned; especially in the satisfaction 
one may feel in having rendered a high 
service to a fellowman and through him 


| contributed to the comfort and well- 
| being of others. 
oa 


. 


It appeals to me peculiarly and dis- 
tinctly as the one calling that enables 
me to meet and maintain an acquaint- 
ance with a class of people for whom 
one has respect. It brings one in touch 
with leaders in thought and action of 
business, professional and social circles; 
enables one to gather and maintain high 
ideals of one’s duty to society and 
realize that true conception of duty and 
service upon which the entire economic 
fabric of our country depends. 


Peculiarly and distinctly, the profes- 
sion of life insurance appeals to me be- 
cause of the high character of the men 
and women engaged in it, particularly 
those upon whom the administration of 
affairs depend. From the office of presi- 
dent down through the line of execu- 
tives to managers and soliciting agents, 
all without exception, so far as I know, 
are men of the highest character and 
integrity; men of lofty ideals and broad 
vision; men who in thought and acts 
show they possess a keen realization of 
the duty devolving upon them and who 
by a cordial and loyal co-operation are 
uniting in effort to render to society the 
service which the great profession in 
which they are engaged has come to 
represent; men whom you and I and all 
others of our class and calling delight 
to meet and know and serve. 


Talks Life Insurance at Colleges 

Guy E. Doud, a life insurance expert 
of Davenport, is delivering addresses at 
the state educational institutions of 
Iowa, especially for the benefit of gov- 
ernment students at these schools. He 
lays special stress upon life insurance 
as it applies to the demands and re- 
auirements of the business world. Mr. 
Doud makes clear the proposition that 
life insurance is not only a safe invest- 
ment, but it is an American system of 
saving. He makes prominent the fact 
that many policies issued by the govern- 
ment to the service men during the war 
were proving of great advantage to life 
insurance companies in that they are 
educating the public toward the taking 
out of larger policies and making pro- 
visions for long-time payments to bene- 
ficiaries. 


J. J. Kelly, pioneer of Whiting, Ind 
and Indiana manager of the Mutual Life 
of New York, died a few days ago at a 
hospital in Whiting, following a nervous 
breakdown. He was well known to thé 
insurance men of northern and central! 
Indiana. 
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SOLICITUDE IS FOUND 
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DOUBLE INDEMNITY CONTRACT 





Life Insurance Counsel Are Still Pon- 
dering Over the Effect of 
This Provision 





NEW YORK, April 12.—The com- 
mittee of the Association of Life In- 
surance Counsel that is working on the 
double accident indemnity feature 
found in the policies of many compan- 
ies will undoubtedly be able to make 
some tangible report and recommenda- 
tions at its next meeting. The commit- 
tee has been laboring over the double 
indemnity provision for considerable 
time. It consists of James V. Oxtoby, 
Michigan Mutual Life; William Bro 
Smith, Travelers; George Lines, North- 
western Mutual Life; James C. Jones, 
American National of St. Louis, and H. 
B. Arnold of the Midland Mutual .of 
Columbus, O. 


Effect of the Provision 
The effect of the double indemnity 
provision in life policies in a _ state 
whose statutes specifically make this a 


part of the life policy and require that | 
the provisions of the life statutes apply, | 


brings in some very knotty questions 
to life insurance executives. 


the main state involved is Illinois. 


There have been no supreme court de- | 


cisions on the double indemnity clause 
but evidently the life insurance counsel 


are very solicitous as to what will be | 


the final construction. 
Incontestable Clause 


For instance, a life policy becomes 
incontestable after two years. If a pol- 
icyholder carrying a double indemnity 
provision commits suicide, will the life 
company be obliged to pay the extra 
amount? Can there be any exemptions 
for double indemnity that do not apply 
to the regular policy? The question 
arises as to whether a company would 


not be liable for double indemnity in | 


case a man was killed in military action 


if there is no miltary clause in his pol- | 


icy. If every provision of the life policy 
applies also to the double indemnity, 
there are a dozen vital questions that 
arise which are extremely interesting. 
Some attorneys say that no exceptions 
can be made to the double indemnity 
provision that are in any way in con- 
flict with the life insurance law. 


Tennessee Inheritance Tax Changed 


The Tennessee department has an- 
nounced that the inheritance tax, covering 
payment of proceeds of life insur- 
ance policies in that state, has been re- 
pealed and it will not be necessary to 
comply further with the provisions of 
that act, as all reference to same was 
repealed under senate bill No. 187, acts 
of 1921. 

In accordance with the resolution of 
the National Convention of Insurance 
Commissioners, the department also has 
ruled that hereafter all notes taken in 
payment of life insurance premiums 
must bear 6 percent interest. 


Control Stock Sales in Iowa 


A bill has been passed by the Iowa 
legislature and signed by the governor 
which gives the insurance commissioner 
complete authority over the organiza- 
tion of all insurance companies in that 
state, including all transactions leading 
up to the organization of such company, 
and over the sale of stock. No stock 
can be sold until all the provisions of 
the law are complied with. The char- 
acter of the advertising rules and all 
details of organization are under con- 
trol of the insurance commissioner. 
The cost of organization at the most is 
not to exceed 15 percent. 








CONTINENTAL LIFE INSURANCE COMPANY 


Assets, $4,135,569.33 Insurance in Force, $36,000,000.00 


Our Policy Forms Contain the Following Provisions: Double Indemalty fer aeci- 
dental death, Total and permanent disability benefits, Partial disability efits, 
Surgical operation benefits, Annual dividends, Optional methods of settlement, Pre- 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender 
Insurance to cover policy loans, Installments certain-Participating, Installments 
continuous-Participating. 

Very Attractive Agency Contracts te Reliable Men 


JOHN W. COOPER, President Kansas City, Misseuri 
J 














WANTED 
MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 
Guaranteed Low Cost Policies. As Good as We Can Make Them. 


Any one of the above is an absolutely first class opportunity. If your record is clean and you can 
furnish evidence of your ability as a Personal Producer, your application will be considered. 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 


O. W. JOHNSON, President S. W. GOSS, Vice-Pres. and Agensy Mgr 








Probably | 


M.E. O'BRIEN, Pres. *“*THE COMPANY OF SERVICE”’ JAMES D. BATY, Sec. & Treas, 


The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 


PYRAMIDS OF SUCCESS: Insurance in Force 
December 31, 1911 . . 2 $1,729,970.00 
December 31, 1913 ‘ ° $4,051,150.00 


December 31, 1915 . $7,199,500.00 
December 31, 1917 . $11,750,811.00 


Dec. 31, 1920 . $22,034,966.00 


A fine opportunity forlive agents 
to associate with a rapidly pro- 
gressing company. 








George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A attract- 
ive Agency openi are now available in the state of Ohio. For 
particulars aa: 


C. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Obie 














The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the com- 
panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


. H. filer, Preside John W. , Secre Harry H. Orr, General Counsel 
J. H. Leffler, Acting nt MUNCIE, Dragoo IND A 











The Accumulation 
Policy 


Annual cost about the same as for a Twenty 
Payment Policy, but provides for increasing 
benefits after the second year. 


Illustration Age 35 
Rate per thousand $31.90 
Estimated benefits at death 
At the end of 10 yrs $1,171.00 
At the end of 20 yrs . 1,448.00 


It sells to the man who wants 
the most for his money. 


WE ARE LOOKING FOR MEN 
WHO WISH TO BETTER THEIR POSITIONS 


District Manager for a few choice districts wanted by a well-known and 
financially sound Illinois Life Association. 

Issues Standard policies. 

Life Insurance experience not necessary but must be salesman. 

Instructions in plans, methods and salesmanship given by exp ert. 

Attractive and Remunerative contracts. ie L ; 

Address at once Lock Box 159, Springfield, Illinois, giving qualifications and 
present employment. 








Salesmen wanted in twenty states. 


NATIONAL LIFE ASSOCIATION 


Des Moines, Iowa 
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THE NEW YORK OFFICE 
The National Vasderwelter Company 


Is now located permanently in the 
Best Building, 75 Fulton St., 


Following the transfer from 95 William Street to 38 Park Row, where 
for several months we have occupied the office of the Life Insurance 
Independent, now absorbed by The National Underwriter, Life Insur- 
ance Edition, and the Insurance Salesman. 


The business of The National Underwriter 
Company, is “National” in every sense of the 
word. Its eastern business is growing rapidly. 


Through its now fully equipped eastern 
office it is prepared to give a complete service 
to its eastern patrons. 


The Leading and Largest Insurance 


Publishing House 


Life Publications and Services 


The National Underwriter Weekly Life Insurance Edition 
The Unique Manual Digest 

The Little Gem Life Chart 

The Diamond Life Bulletin and numerous other publica- 
bam, tions and life insurance supplies 


GEORGE A. WATSON, Eastern Vice-President, Editorial Representative 
MRS. NORA VINCENT PAUL, Vice-President, Business Department 
FRANK W. BLAND, Associate Manager 














WANTED 
WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal com- 
mission contracts to agents and salable policies 
to the public. The proposition we offer is un- 
usual. Correspondence confidential. 











GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 
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MODERN BUSINESS 
GETTING METHODS 

















Secneniiel | Middle West Agent Tells 
Why He Is in Favor of a Standardized 


Interview; Cites His Own Experience 


BY FRANK H. WILLIAMS 


66 HEN I started selling life in- 
W surance a number of years 
ago,” said a successful middle 
western district agent in speaking of his 
vocation, “I found that my greatest dif- 
ficulties were in finding prospects and 
in knowing what to say to these men 
when I did find them and call on them. 
“Often in the early days of my career 
I would leave the office and stand at the 
entrance of the office building and first 
look up the street and then down the 
street and wonder who on earth I could 
call on. Frequently this procedure re- 
sulted in my return to the office. 

“Then when I had sat down and fig- 
ured out just who would be good peo- 
ple to see I would put on my hat and 
hurry over to these folks and on the 
way over would try to figure out some 
sort of a good line of talk to give them. 


Closing Small Percentage 
of Men Interviewed 


“As the result of these two condi- 
tions—not knowing whom to interview 
and not knowing what to say when I 
did interview them, I found that I was 
closing deals with only a small per- 
centage of those people interviewed. It 
was evident, therefore, that I must do 
something in order to get better results. 

“My first step was to each day make 
a list of the people I would call on dur- 
ing that day. I routed this list, num- 
bering them 1, 2, 3 and so on and fol- 
lowed this route rigorously. If it was 
impossible for me to see No. 1 when I 
called on him I didn’t waste time in his 
office trying to see him, but immediately 
put him on my list for the morrow 
and then went to No. 2. In this way, 
by knowing definitely just whom I was 
going to see and just what route to 
follow in visiting these prospects, I was 
able to interview a lot more people 
every day than I had been interviewing 
before putting this plan into effect. 


Prospects Divided 

Into Three Classes 

“But I was still having difficulty in 
knowing just what to say to the pros- 
pects, so I evolved a sort of standard- 
ized interview. I divided my prospects 
into three classes. 

“First, married men with 
children. 

“Second, 
dren. 

“Third, unmarried men or married 
men whose wives had enough property 
to keep them comfortably in case of the 
husband’s death. 

“Then I set myself to the prepara- 
tion of an interview, or line of talk for 
each of these classes. I do not mean 
by this, of course, that I memorized 
certain things to say which I would 
rattle off in a parrot-like manner, but I 


dependent 


married men without chil- 





do mean that I lined up the arguments 
which would fit each of these classes 
and hooked them up in my mind with 
the right sort of sales talk for each. 

“Then I was set because, you see, I 
knew definitely just whom I was going 
to call on each day—I knew definitely 
the class in which they belonged and I 
had something specific to say to each 
of my prospects. And because this sort 
of standardized sales talk has been so 
very effective for me I am a firm be- 
liever in its usefulness for other agents. 


Typed Memorandum 
Is Aid to Interview 


“Now there’s another point which I 
find very helpful in getting applications 
and this is the use of something for 
the prospect to look at while I talk to 
him. 

“For this purpose I carry with me a 
little typed memorandum or whatever 
you might want to call it, which reads 
like this: 


“‘A LIFE INSURANCE POLICY 
FOR THE THINKING MAN. 


“‘Here are four conditions which 
every man faces and which he should 
attempt to provide for. 

“1. Provision for the care of our 
families in the event of an early death. 

“*2. Provision for ourselves so that 
we may have an easy chair in our old 
age. 

“*3 Provision for our families and 
ourselves if we should become per- 
manently disabled. 

“*4. Provision for a financial emer- 


gency. 


“*Having made provision for these 


four conditions we will be free from all 
care and anxiety.’ 


Talk ‘We’ to Prospect 
Instead of ‘You’ 


“You will notice that in this typed 
memo I keep saying ‘we’ all the time in- 
stead of ‘you.’ My reason for this is 
that I try to get right in with the pros- 
pect, make him feel that his problems 
are my problems and that we are both 
intelligent men who are _ intelligently 
considering the problems which we must 
face and the best way of taking care of 
these problems. 

“IT find that when I present this 
memo to a prospect it makes him con- 
centrate his attention. It makes him 
think about life insurance at once and, 
consequently, makes it easy for me to 
talk to him about insurance. And I 
find that when I do not use this memo 
to secure his attention that his mind is 
quite apt to wander away and that it 
takes an extra lot of effort on my part 
to get him into the right mood to re- 
ceive my message. 














Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 
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“Another point that I always make 
sure of in my interviews is that I am 
talking in language which my prospect 
will understand. For instance in talk- 
ing to a man who might be considered 
high brow I can speak about ‘contin- 
gencies.’ But in talking with a man 
whose education hasn’t been all that it 
might have been, I speak of ‘conditions’ 
or something like that instead of con- 





Agency Advances Should Be 
Allowed as Assets 


FINANCING THE AGENTS 


PROBLEM BEFORE COMPANIES 


Some Officials Say That Well Secured 











tingencies. 


“And in talking about life insurance 
I generally take it for granted that the 
man to whom I am talking is fully con- 


vinced of the value of life insurance. 
It isn’t necessary, nowadays, to sell the 
idea of life insurance to most men, 
although every now and then I do run 
up against some man who thinks that 
he can accomplish the proper things in 
the way of providing for his family and 
his own old age by saving money and 
putting it in the bank at interest. In 
the ordinary run of cases, however, the 
prospect believes in the value of life 
insurance and the problem is then to 
get him to purchase an adequate 
amount of insurance. 


Tell Man Frankly If 
Insurance Is Inadequate 


“Where a man already has insurance 
and I know how much he carries and I 
know that the amount he is carrying 
is far from being adequate to his needs, 
I am perfectly frank in telling him so. 

“*So you are carrying $2,000 worth of 
insurance already,’ I’ll say to such a 
man, putting in the amount he is carry- 
ing, of course. ‘That is certainly fine. 
But you have a wife and a young child. 
If you were to die tonight or next week 
or some time in the near future before 
you had been able to lay up anything 
for your family in the way of savings, 
do you think that your $2,000 insurance 
would be enough to provide for them 
adequately? Suppose that they didn’t 
have to touch this insurance money in 
order to provide for your funeral. Sup- 
pose that they could invest the whole 
sum of $2,000. The best interest they 
could hope to get from such an invest- 
ment would be 6 or 7 percent a year. 
That is about $120 or $140 a year. 
About $10 a month. Could your wife 
and child live on $10 a month?’ 


“A talk like that nearly always makes | kind should not be admitted as assets 


a man sit up and take notice and, quite | 
often, makes him sign an application | 
for more insurance. 

“All this is a brief outline of some of | 
the things which I do in my business | 
and which have helped me make a suc- | 
cess of the life insurance agency busi- | 
ness. I hope they may prove of value | 
to other agents in selling more policies.” 


John Hancock’s Boston Changes 


Following the retirement of Francis | 
Marsh as Boston general agent, the | 
John Hancock Life has established two 
general agencies for that section, one 
under Edward Marsh, son of Francis 
Marsh, and the other under Paul F. 
Clark, who was promoted from the 
company’s general agency at Baltimore. 

Mr. Clark is one of the most success- 
ful agents of the company’s staff and | 
although but 28 years old has made a| 
wonderful record as an individual pro- 
ducer. Francis Marsh is a John Han- 
cock pioneer agent and began business 
in 1877. He built up a large business 
and for many years acted as treasurer 
of the Boston Life Underwriters Asso- 
ciation, 

| 
| 





Insurance Thrift Clubs Formed 





Applications signed by 165 employes | 
of the Phoenix Mutual Life have been | 
forwarded to the headquarters of the | 
Savings division, First Federal Reserve 
District, in Boston. The applications 
represent eleven departments, each of 
which will receive a charter within a 
few days. R. S. Penfield, president of 
the Men’s Club, had charge of organiz- 
ing this work for the Phoenix, and the 
Savings division was represented by 
W. S. F. Gilman and Miss Lucy E. 
Ingills, two of the field secretaries, 








| South Bend district. 


Oct. 21, 1920, never having had any pre- 
vious insurance experience. 





One of the big problems today before 
life insurance officials and especially 
those of more moderate size is the fi- 
nancing of general agents where the 
investment of money undoubtedly will 
bring in very satisfactory returns. This 
is particularly true where a company 
desires to maintain a policyholder’s div- 
idend record. 

Lite insurance has been easy to get 
during the last few years. Companies 
were not called upon to do much 
agency financing because pressure was 
not required. Agents could be found 
who would write sufficient business to 
maintain themselves satisfactorily. Now 
with the knowledge that hard work will 
be required, many companies are read- 
justing their fields or cleaning out the 
underbrush and making arrangements 
for a more effective canvass for busi- 
ness. 

Helping Out New Agents 

This means in many cases the ap- 
pointment of new general agents to 
cover territory that has not been pro- 
ducing satisfactorily. There may be 
in this territory a very good renewal 
account. The amount advanced to the 
general agent is protected by his re- 
newals. There is every assurance of 
a company getting its money back. 
However, these advances made to 
agents are non-admitted assets and 
canrot be included therefore, in the 
assets that are allowed by the insur- 
ance departments. It means, therefore, 
that a life company must take this sum 
out of surplus and there is no offset. 





| Properly Secured Balances 


The question has arisen with some 
company officials as to whether prop- 
| erly secured agency balances of this 





and thus give the companies more elas- 
ticity in making agency investments 
that are remunerative. The question is 
certainly worth considering. In these 
days most companies find it necessary 
to make investments of this kind espe- 
cially when they are starting out new 
men. Naturally where there are no 
renewal accounts to guarantee the pay- 
ment of the balance such a loan couid 
not be included in admitted assets. 


National L. & A. Big Gain 


A 70 percent gain in life business paid 
for and an increase of 100 percent in 
business issued over the corresponding 
period last year is shown in the report 
of the National Life & Accident of Nash- 
ville, Tenn., for the first quarter of 1921. 

The youngest department of the com- 
pany’s business, the straight life depart- 
ment, wrote as much life insurance in 
the Nashville district during the first 
quarter of this year as it wrote during 
all of last year. This department was 
started in January, 1920, and for the 
short time its organization has been in 
effect it has showed a remarkable 
growth. 































The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey 























The Giant of the West 











Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 








An Exclusive Life Reinsurance Company 





THE REINSURANCE LIFE GOMPANY 





OF AMERICA 
DES MOINES, Iowa. 


Prompt Service Full Coverage 


Attractive Contracts 


H. B. HAWLEY, President F. D. Harsh, Secretary 








Conservative Life Notes 


Dan J. Beffel has been appointed as- 
sistant superintendent of the Conserva- 
tive Life of South Bend, Ind., in the 
He started as an 
agent Oct. 25, 1921, that being his first 
appearance in the life insurance busi- 
ness. 

Inspector W. E. Lum is in charge of 
the Fort Wayne district of the Conserva- 
tive Life of Indiana, succeeding Superin- 
tendent Tucker. 


Indianapolis Life Insurance Company 


Insurance in Force $27,006,000.00 


OPERATES IN INDIANA, ILLINOIS, TEXAS AND MICHIGAN 
FRANK P. MANLY, President 





The Conservative Life of South Bend, 





Ind.. announces the appointment of 
Thomas J. Rich as superintendent of 
Gary, Ind., No. 2. He started as an agent 








WANT ADS One Colonia eid SONS 
NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 











16 


THE NATIONAL UNDERWRITER 


April 14, 1921 

















Onto Nartonat Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 
the best time to get connected with a solid com- 

pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 


President Secretary and Agency Manager 








Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - - $58,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 








The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


LEADS THEM ALL [8 KASSAS 


Home Offices Wichita, Kansas 








Total Old Line Insurance Written in 
the State Last Year Amounted to 
$63,208,783 





The total new business in North | 
Dakota last year was $63,208,783. The 


Northwestern National led with $6,928,- | + : E : 
| cies were paid for during the first quar- 


665. The Lincoln National was sec- 


ond with $6,573,499 and the Provident | 


Life of North Dakota third with $5,144,- 
000. The figures are: 
New Business 


Company 3usiness in Force 












5 | both 1919 and 1920. 





Northwestern Mutual Behind 1920 on 
Three-Month Period but Ahead 
of Previous Years 





Figures presented at the quarterly 


| meeting of the Northwestern Mutual 


Life this week show that 18,273 poli- 


ter of 1921 involving an aggregate of 
| $78,455,955. This was a decrease of 
some $26,000,000 over the paid-for busi- 
| ness for the first quarter of 1920, but 
| exceeded by some $3,000,000 that of the 
first quarter of 1919 and was an increase 
of $45,000,000 over the first quarter of 
| 1918. A significant feature of the fig- 
ures is that the total income of the com- 
| pany for the first three months of 1921 
|} exceeded that of the same period for 
Another interest- 
ing development was that‘ death claims 
|for the first three months of 1921, 
amounting to $4,782,000, showed a de- 
crease of over $1,000,000 for the like 
period of 1920 and was a decrease of 
| $2,500,000 over the like period of 1919. 
Total payments to policyholders for the 
first quarter of 1921 amounted to $13,- 
291,000. 

Policy loans for the first quarter of 
| 1921 showed an increase of a little over 
$10,000,000 over the same quarter for 
| 1920. Total insurance in force March 
|} 31 on the written basis was $2,268,- 
| 052,390. 


Aetna Life .......$ 801,418 . 
American Bankers 155,600 2, 
American Life 1,261,512 3, 
Bankers, Iowa ... 676,500 3 
Bankers Res. Life 1,642,260 3,045,336 
Central Life ..... 848,706 2,355,781 
Cloverleaf L. & C. 136,100 139,400 
Dakota Life ..... 908,822 1,120,638 
Equit. Life, N. Y.. 881,325 4,573,419 
Equit. Life, Ia.... 522,425 1,217,594 
Fidelity Mutual .. 280,097 2,470,370 
First Nat. N. W... 1,614,000 4,554,280 
Grt. Nor.. Life... 2,052,591 5,768,939 
Great West Life.. 2,025,716 6,228,72 
Guaranty Life .. 12,000 232,500 
Guard. Life, N. Y. 1,954,500 »,717,582 
ne Ee ssccwes 44,510 323,545 
Internat’l Life 333,997 9 756 
Kansas City Life. 64,000 33 1 
Lincoln National.. 6,573,499 28,5 25 
Merchants Life 1,210,370 1,599,370 
Midland Life .... 1,278,714 2,965,020 
Minn. Mutual -- 1,781,979 6,318,508 
Missouri St. Life. 442,843 2,192,164 
Montana Life .... 1,062,500 3,756,885 
Mutual Benefit .. 440,830 3,140,995 
Mutual Life ...... 3,042,307 12,597,549 
Mutual Tr. Life.. 2,940,605 7,768,930 
Nat. Life, U. S. A.. 397,499 2,690,592 | 


227,050 
2,783,687 
1,294,183 
N. Amer. Life, Ill. 1,285,640 
N. Amer, Neb..... 352,000 
Northw. Mutual .. 1,548,000 12,013,506 
North. States Life 788,000 1,179,000 


Nat. Life, Vt...... 





Nerthwestern Nat. 6,928,665 20,905,173 | 


Old Line Life..... 330,000 389,000 
Pacific Mutual 

Penn Mutual . 
Provid, Life, N. D. 


1,326,040 4,340,370 
615,000 1,696,360 
5,144,000 13,582,678 





heserve Loan .... 51,500 118,190 | 
BROMARCE occccccce 576,500 628,886 
Secur. Mut, (Neb.) 18,000 56,378 
Secur. Mut., N. Y.. 416,169 1,799,875 
Surety Fund Life. 227,000 1,866,543 
SORTEROTS cccccces 1,580,358 3,550,036 | 
Twin City Life... 412,000 1,016,000 
Union Central 1,758,764 6,857,536 
Union L. & Acci.. 255,000 259,826 
Western Union 160,000 263,500 

MOE  evesweoes $63,208,783 $222,363,373 


Citizens Life Started 


The Citizens Life of New Orleans, 
which was incorporated last November, 
has been licensed with paid up capital 
of $100,000 and surplus of $25,000. It 
will write industrial life, accident and 
health insurance. John W. Engelhardt, 
the president, has had 28 years of in- 
surance experience. 


35°37. Chicago Field Men’s Meeting 


The Chicago Field Men’s Club held 


¢ | its April meeting last Tuesday evening 


| and the large number present enjoyed 
|a talk on “Investment Securities” by 
| John Tracy of John Burnham & Co. 
| This subject is of special interest, for 
| every salesman of life insurance should 
| know all branches and types of invest- 
ments in order to talk intelligently 
when persuading a prospect to under- 
take an insurance investment. Mr. 
| Tracy gave a very instructive and in- 
| teresting explanation of the various 
types and their relative rank and im- 
portance. 


Business Men’s Assurance—In March 
of this year it closed the fiscal year of 
the life department with a total written 
business of $3,270,000. Vice-President W 
T. Grant reports crop conditions in the 
section in which the company operates 
as excellent with the exception of fruit 


Where there is no vision the people 
| perish; but he that keepth the law 
| happy is he. 
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The OHIO 


STATE LIFE 


LIFE. HEALTH. ACCIDENT«*° MONTHLY INCOME INSURANCE. 





Openings OHIO, IND, KY., MICH. 


FOR FACTS 





and W.VA. Write Columbus 




















Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 
New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 


The 


The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 


The Economy of the Fraternal 
Select work, with big returns to high class representatives. For terms 


WM. MONTGOMERY, President and Gen. Mgr. 


Security of the Old Line 


and territory, write to 




















New Masonic Temple Washington, D. C. 








‘‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents * . all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 
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LIFE 


INSURANCE BY STATES 








Business issued in 1920 and amount in force 





December 31, 1920, in various commonweallths 
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INDIANA i] 

ue = _| 
Issued In Force 

American Central .. 3,053,866 11,830,333 
Central Assur. ..... 73,773 370,131 
Contin’tl Assur. 657,700 876,945 
0 Eee 1,557,044 4,043,672 
Equitable, Ia, ...... 3,290,693 14,184,452 
Fidelity Mut, ...... "151,857 1,485,944 
Farmers Nat. Life.. 38,145 11,204,200 
EE, cee canoes 101,716 1,219,079 
*} Sere 385,339 1,999,815 
Indianapolis ....... 3,296,079 14,919,339 
Beams Wet. .cccces 1,852,858 11,692,353 
Ky. Cent. L. & A...I 1,191,650 913,286 
Northern Assur. ... 23,000 96,500 


Northern States ... 1,35 
Nerthw. Mut, 
Peoples, Ill. 
People, Ind, 
Pan American 
Pacific Mut. 
Phoenix Mut, 
Philadelphia 
Prov. Life & 
Prudential 
Prudential 


5,405,111 
58,954,418 





129 






a. eed 





72'084.183 
562,700 


) »82% 
cecces G 484,300 





FOUNDED 1865 


The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


“Tantamount to a 


Sight Draft” 


A Provident Long 
Endowment is not 
only payableimmedi- 
ately should the in- 
sured die; if he lives 
to the maturing date 
specified in the policy 
it is tantamount toa 
sight draft. 








Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Two general Agencies open 
in Iowa. 


Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Ce. 


Burlington, Iowa 





664,213 | 


| Issued In Force 

| Prudential .......I 21,143,708 123,827,350 
Rockford .....; soe 455,408 685,408 

| Reliance ........ .. 2,033,540 3,499,651 

| Reserve Loan ...... 1,307,938 9,884,382 

ae 1,274,268 2,955,290 | 

[Pn Dk seceees - 2,320,8 20,395,583 

| State Assur., Mas... 4,248,433 | 





| Travelers —— . ° 
| Travelers .........G@ 2,350,300 
United States ...... 
Union Central ..... 
Union Mutual ...... 
Western Reserve ... 5S 
Western & South..O 3,094,500 
Western & South. .I 14,508,190 
Western Union .... 3,000 
Wisconsin Nat, .... 33,311 


18,318,923 
3,118,600 








LOUISIANA | 


American Mutual 1,698,600 
| Amer, Natl. Tex..O 778,024 
Amer, Natl, Tex...I 2,287,101 q 
Bankers Reserve .. 507,500 573,000 
Equitable Life, N. Y. 5,662,345 39,228,532 
| Fidelity Mut. Life.. 5 52,965 
| Grt, South. Life..... 
Guardian Life 
—’ eer 
| Jefferson Standard... 
Kansas City Life... 
| Life & Cas. ...... 
Life & Cas...... 

| Life Il. Co. of. Va. 

| Life I, Co, of Va... o 
Louisiana State Life 3:: 
Mass. Mutual 
Maryland Assur. 
BeeeTes FIMM ..ecs. 
Missouri State Life. 
Manhattan Life .... 
Metropolitan Life. .¢ 
Metropolitan Life.. 
Mutual Life 
Nat. Life & Acci.. 
Nat. Life & Acci.. 
New England Mut. 
New York Life..... 
Pac. Mutual Life... 
Pan-Amer, Life 
| Prudential 








6, 906,641 
805,000 





69. 6 59. 725 | 
19,124,607 
16,924,387 
13,296,015 
19,848,417 

395,308 | 


Penn Mutual Life. ie 
| Reliable Life, La. 





| Reserve Loan Life.. 366,500 717,000 | 
1,317,930 | 

Pe BeRsacesdens 5,081,643 13,190,508 
3,328,447 14,738,417 | 


J 

] 

| 

| 

|} San Jacinto Life.... 736,000 
| 

| Union Central Life. 

| 

| 


MARYLAND 
| Bex = 


int an whet eee 1,361,682 
| Bankers, Ia. 131,000 


9,085,606 
371,000 


| 

sl eee 951,943 856,057 
{Baltimore ....... .. 657,115 1,786,261 
| Columbian Nat...... 528,278 1,878,487 


Cenn. Gen. 1, 594, 963 


Conn, Mut. 


664,685 
3,785,347 












Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells enly nonparticipating insurance. It is bed rock life 
insurance with no frills or fancy adernments. It is the stuff 
that appeals to the people whe want every pessible dollar 
ef protection they can buy fer every dollar depesited as 
premium 


Our 1920 program is a progressive one that centemplates 
a vigorers and systematic campaign fer business. 


We have the pelicies and the agency centracte. 
We have the heme office equipment and territery. 


We now need the men to carry the Indiana National ban- 
ner into new strenghelds backed solidly by the whele 
organization. 


Last year was a banner year in We imeurante. This year 
will be a still better ens. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
cowtracts thai will isteresi you 




















The Guardian Life Insurance Company 
of America 


Established 1860 Under the Laws of the State of New York 


Outstanding results for 1920, the greatest year in the Company’s history. 


New Insurance paid for . $ 46,490,818 
Insurance in Force ..... 228,620,496 
Increase in Insurance in Hoses 28,392,951 
REA ee ene ee 60,720,151 
Liabilities . ' 55,695,923 
Surplus and Div idend F anid 5,024,228 


The past year was notable for further development of the Guardian’s compre- 
hensive plan of agency co-operation. 


For information regarding the opportunities available in the agency organization 
of this Company to men who can measure up to them, address 


T. LOUIS HANSEN, Vice-President 
50 Union Square, New York 


























THE FARSEEING AGENT KNOWS 





| 
| ‘ 
| Continental, Del, ... 4,147,971 | 
DO svaceeaccoce 513,500 | 
Equitable, N. Y..... 6,644,173 > | 
Fidelity Mut. ...... 656,848 5 | 
CE escoececes 721,500 | 
Beeene, WM. Zeccccces 1,410,485 ' 
Jefferson Standard.. 667,000 ,383,440 | 
John Hancock Mut. 3,466,771 14°018°751 
Maryland Assur. 384,808 688,5 
DEE coeunscess 100,25 57 2,751,604 
BORED, BEE, coccccece 3,511,432 14,895,421 
Metropolitan ....... 12'480'995 60,295,915 
Michigan Mut, ..... 295,337 942,317 
Mut. Benefit ....... 3,060,835 18,608,441 
DE, Mie Beenesees 9,388,303 45,228,653 | 
National Benefit.... 18,250 20,250 
National, Vt. ...... 2,068,092 7,540,794 
National, U. s. ——— 32,500 64,500 
New Eng, Mut 1,560,269 10,100,450 
ey GE aceusaces 5,234,607 33,862,202 
North Carolina Nat. 432,500 456,000 
Northwestern Mut... 2,734,500 26,233,488 
Pacific Mut. ...cccee 155,297 —19,500 
People’s Mut. Ben... 1,197,852 581,097 
on Di. ceececane 1,564,790 10,131,145 
Philadelphia ....... 115,633 518,230 
Phoenix Mut., Ct.... 863,066 5,312,796 
PEO. Ee, & Teccccese 3,025,360 17,788,615 
PUMSOMAIRL ccccccess 5,808,665 28,295,649 
Reliable, Pa. ...... 1,955,000 4,634,414 
OM ccocccosecececes 26,500 62,500 
Sun of Amer........ 544,000 1,520,025 
TORSO BEUE, cccccsece 1,798,807 9,387,339 
Travelers .....seee. 8,382,474 25,216,283 
Union Central ..... 2,489,756 9,053,108 
United Life & Acci. 8, 672,160 977,524 
United States ...... 97,000 701,696 
| 
MISSISSIPPI | 
heunsnsimenimeinenemennanes I) 
Cee GOOSE cccccess 1,364,563 4,950,325 









The demon- 
that his strated values 
abilities linked offered your 
up with the S=misiat > — prospect 
WILL GAIN HIS 


policies of E INSURANCE COMPANY conFpENce 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 
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MISSOURI ||| HOME LIFE 
> —_ y INSURANCE CoO. 
— NEW YORK 
* Issued In Force 
Chicago s Finest Hotel ct inten ta.ve, 2 “Ee mealies 
ae Amer. Nat., Tex....I 2,931,635 2,938,682 WM. R. MARSHALL, President 
ans a pseagconseeses ~ By nt: - a+ ate —— 
ee ee feces 2, - 2 ‘ 
Hotel La Salle has won this fag) | psr'ss.3*hesai:: $O2143  S400587 | | qasts of 37,700,735 andthe Insurance in Fore 
- Bus. Men’ s Assur. -+ 1,115,500 1,115,500 on a gg ee in Force 
e , — eer seeeees i . ¥ .819—a gain for year 1919 of over 
title with an experienced and we Great Republic .... , 560,284 | 708.495 | | $27,000,900. The insurance effected during the 
itical blic because of its By International ..... G ‘233,000 ‘276,000 | | veer was over $40,000,000, or 63% more than in 
critical pu as La Fayette ........ 1 £45,081 1,190,823 the previous year. The amount paid to policy- 
- Merchants ......... ,174,$ \ , i 
RYss happy blend of old and fF Michigan’ aii "<2: "sis19 'g2t-09t tehdese Gusing tho poor was over S4.208/000. 
° a y . is Minnesota ut. .... I, ’ »459, 
‘J fst s\ new ideals. oa Morris Plan ....-- i ” 30,200 29,100 W. A. R. BRUEHL & SONS | 
To INS a Mutual, Md. ...... I 2,581,136 2,031,803 General Managers 
BIST §=—- Hotel La Salle a] | esas see MEE) EES |] comune pe tan rae 
47; , , Marylan a 2, <0, 601-606 The F Nat. kk Bidg. | 
Y a s Marquette ......... 696,400 2,145,392 
ty  & iy 8 Si we Occidental. N.“M..- | 63.000 127.735 CINCINNATI, OHIO ) 
7 Old Line, Neb...... 26, 26, 
; answers every modern demand f,s Pan American ..... 448,000 1,227,501 HOYT W. GALE 
in equipment, cuisine and ser- ae Nae bond ete ‘ Pytty +++ General Manager for Northern Ohio 
gf my er ee Ese eae kaa Leader-News Building : 
| . < 
vice with nothing lost of old ", a a See. . 3,798,849 CLEVELAND, OHIO 
- Reserve Loan 2,174,809 
fashioned hospitality and home-__ fi Security, Stat 181° 950 
Standard, mos 75,142 C 
like comfort. Security,’ Va. } 736,813 Q 
MUMSO, FE. cccccence : . W 
-- United States ...... sea see ttt HOTEL ISCONSIN : 
WVU SUC R PCC RRER EERE R Ree € Unit 2d Life & Acci. 8 5 r .7 § . S : 
we | | Western & Southern 913.000 1,270,000 Big Hotel of Milwaukee 
Western & South..I 5,142,756 5,072,222 HEADQUARTERS for INSURANCE MEN 
CONSERVATION OF BUSINESS 500 Roome—400 with Bath 
We. are, rei ; revamping and cleaning up indebted policies for a number of Life Companies, ti 
thu: LE er Tllas @0 incemn, preventing tguan ond leaghen OKLAHOMA i 
the ot “be gnc cory and at practically no expense to the Companies. | F 
ycover eighteen years of satisfactory service, and we respectfully solicit your patronag t . 
THE OTIS HANN COMPANY, Inc. Bankers Life, Neb.. 483,595 1,637,018 P 
10 So. LaSalle St. Chicago, Illinois Farmers & Bankers. 768,823 2,346,034 
Guarantee Fund.... 668,000 4,982,500 e& 
a = - Illinois Bankers.... 3,641,500 10,093,586 n 
International ...... 9,250,508 13,044,070 n 
senectn ae eee ee ag ot Petty st: s] 
innesota | Se 754,347 2,433,542 . 
peccerien, 9 tame “tes || [De . 
assachusetts Mut.. 2, ,559 ,074, 7 
Mutual Benefit .... 1,142,659 6,899,985 conenre 
Recent is: Leta RASceae 
National Life, Ia... 1, ° ,534, 76 West Monroe Street er 
National, Vt. ....... 1,612,916 6,001,288 al, 
Mr. Brandon Beli Rerthacarsies a’ Hees tat ConCAgo, BL. ks 
— Northwestern Nat.. »259 ,544, 
r. ranqaon leves Phoenix Mut. ...... 1,110,157 _ 2,954,025 ICAGO, I TI 
Penn. Mutual ...... 3,422,261 13,979,082 on 
Reserve Loan Life.. 2,099,182 3,765,256 
A ee SRS ‘ 
Standard, Ga. ...... 98 g § sh 
Security Mut., N. Y. 203, "303 966, 645 ARCUS GUNN sil 
C. W. Brandon CONSULTING t 
pp —— ACTUARY ag 
29 S. La Salle St. CHICAGO 
| WASHINGTON | 
Telephone, Randolph 7684 
First, In emphasizing High Quality and Low Cost — aaa : 
of Insurance to Policyholders. pu 
Continental rate, Mo. 303,500 1,643,697 pre 
Second, In Giving the Producing Agent an Oppor- Home Life, N. ; ‘ geet ; on n0gs _— J. HAIGHT at 
tunity to Get into Business for himself, independent daho State Li le... 1,610,679 992,2 as 
of Middle men and on a basis Permanently Profitable. ney RA ——. vs : EAre'si0 ett tt coney. tine =, 
No company has a record to compare with that of The oe en yy en at 7 try 810-818 Hume-Mansur Bidg. ent 
Columbus Mutual Life, of which Mr. Brandon is Merchants Life, Ia.. 352,470 511,738 INDIANAPOLIS the 
President, in Improving the Quality of Insurance and Occidental, Cal...... 1,362,071 4. 437,396 try 
Reducing Costs to Policyholders or in Contributing to Reliance Life ...... 268,560 2,609,750 Kraft Building, DES MOINES, IOWA pec 
the Permanent Well-Being of Producing Agents. Mr. —_— sale 
Brandon’s Ideals have been Abundantly Justified. Will Take Case to Courts jy C. HARVEY self 
Rule Agency Ga * ce og te ve re am om we case of the Utah Underwriters’ CONSULTING ACTUARY — 
ule Agency Contract will be Forwarded toanyAgent Association against the Mountain States : ion : 
who writes his name and address on the margin of Life of ay which was decided in Chemical Building ST. LOUIS, MO. ee 
this advertisement and sends it to the Home Office at favor of the Colorado company last -~ 
Columbus, Ohio. The company is admitted in states week when Commissioner Wells re- J. M \ 
from the Atlantic to the Rockies—Virginia, District of newed the company’s license after a T."c SUNSELO LAW a 
Columbia, West Virginia, Ohio, Kentucky, Michigan, f : : : CONSULTING ACT ACTUARY Foli 
ormal hearing extending over several Susrender Val ses, ' 
Indiana, Illinois, Nebraska and Colorado. In 1920 oun wl ame, Reeve, Ons he 
oe iethesak ht ited ood aha ays, will be taken to the courts. The ¢te., at te fe: mee 
the Number of Agents was Doubled and the Insurance decision of Commissioner Wells has mations Made. Policies aad all _ i 
volume Increased 50%. ae : Forms Prepared. poli 
caused much dissatisfaction among the fasaramee « Specialy: aay 
members of the association. dg . OMA CITY ror 
Mr. Wells contended that as the com- Toll 
pany charged full price for its stock and H. NITCHIE in g 
ordinary — for its policies there J ACTUARYI min 
was no discrimination or inducements 1 ; . 19S. LaSalle the 
offered to one person more than an- ‘Telephone tate 400 cHicAGS tt 
RARE OPPORTUNITY |"... == the 
the 
Extending Time for Payment ee SEITZ folle 
: CONSULTING ACTUAR a sa’ 
Two General Agency Openings Companies that have farm mortgages . ion 
f as assets find that it is necessary to Author of 
{ nt h e sy tate o M ontana extend the time of paying interest be- “System and Accounting” Ce 
cause in many cases the farmers have 
3 La Salle St. CHI me 
A splendid direct Home Office contract under which a profitable and not the ready cash on hand, nor are they non aa ment 
permanent business can be established is waiting for the right man. able to borrow it from their banks. ~ ss 
Most of the companies, therefore, are REDERIC S. WITHINGTON must 
THE COMPANY NOW HAS MORE THAN $76,000,000 taking notes for the interest, having Soares fomsee there 
OF INSURANCE IN FORCE them come due at the time the farmers Tel. Walnut 3761 DES MOINES. IOWA silos 
are selling this year’s crops. The life msuy 
. . companies appreciate the fact that there I mtn 
The Minnesota Mutual Life Insurance Co. || ': 2:0 of depression in the agricul oD. 
ural communities but believe that the TC 
ST. PAUL, MINNESOTA situation will be greatly improved as s ae aes : f > 
soon as the summer sets in and the annual subscription. said 
crops begin to be harvested. — The | 
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| SOME ESSENTIALS IN SALESMANSHIP 


H. N. Tolles of the Sheldon School Tells About Present Day 
Conditions and Attitude a Rate Book Man Should Take 











N. TOLLES, 
H the Sheldon School of Salesman- 
*ship of Chicago, gave a talk the 
other day before the mid-west conven- 
tion of Massachusetts Mutual Life, 
pointing out some of the selling prin- 
ciples that should be followed and also 
commenting on the present conditions 
and the proper attitude that salesmen 
should take. Mr. Tolles said that dur- 
ing the last three years, the country has 
gone through the biggest order taking 
period in its history. Now the most 
important salesmanship period has 
arrived. He said that in spite of the 
order-taking, undoubtedly the elements 
of service and sacrifice have had a vital 
effect. Commerce, industry, finance 
and every activity have been influenced 
by the sacrifice that was made neces- 
sary by the war. 


Laws Govern Salesmanship 
Mr. Tolles said that there are cer- 
tain laws that govern salesmanship and 


it should be the problem of the life 
insurance man to know these laws and 


put himself in harmony with them. 
Luck does not enter to any great 
extent. Mr. Tolles said that perma- 


nency and profit are essential in busi- 
ness building. He defines salesman- 
ship as the power to induce a customer 
to purchase a product at a profit. Sales- 
manship involves persuasion. Mr. 
Tolles said that any salesman who 
endeavors to “put one over” on a pur- 
chaser because of the former’s expert 
knowledge of his subject is detestable. 
The salesman who knows his goods 
and his subject is able to take advan- 
tage of a customer. Such 
ship, Mr. Tolles said, is very reprehen- 
sible. There must be a mutual advan- 
tage in the sale. 


Value of Service 


Service, he said, is the 


salesman- | 
| their points just at the time that desire 


vice-president of | the product that he is buying. 





The 
points should be made in logical order. 

As an illustration, Mr. Tolles said 
that anyone who knows about split- 
ting logs, recognizes the proper use of 
the wedge. It is first started in the 
log and is hit or tapped lightly with the 
maul until it gets a fair start. Heavy 
blows are then made. Some salesman, 
he said strike the wedge hard the first 
few licks and it bounds off. Or per- 
haps the salesman tries to use the blunt 
end of the wedge instead of the sharp 
end. 


Must Read Human Nature 


Mr. Tolles is a firm believer in char- 
acter analysis. He said that an insur- 
ance man must be able to read human 
nature. When he calls on a man, he 
should be able to size him up in short 
order and know just what tack to take. 
The way the prospect greets him, his 
attitude, his dress and his appearance 
all indicate something about the man 
who lives inside. 

The first step in the sale is attention. 
It is necessary to secure favorable 
attention before any progress can be 
made. If a prospect’s mind is filled 
with everything else than the subject 
that the agent is broaching, then the 
mind must be unloaded of part of its 
contents. The main thing is to get a 
point of contact somewhere. In other 
words, you want to get the man to 
thinking and get him focused on what 
you are saying. Then you can elicit 
his interest and finally his desire. 


All Points Are Exhausted 


He said that many salesmen exhaust 


| is reached and none are left to continue 


| kind, 


pumps real red blood through the sales | 


process into business building. He 
said that too many people today are 
looking out for more pay, less work 
and less service. They keep their eyes 
entirely on the pay check and forget 
the reward that comes from real indus- 
try and service. He said that most 
people are as lazy as they dare be. A 
salesman, he said, must have sufficient 
self-knowledge, 
control. Service, 
by its quality, 
end manner of conduct. 
ments are essential. 
Mr. Tolles showed that the three ele- 
ments in the sale are the salesman, the 
policy and the prospect. The mind of 
the salesman and the prospect must 
meet before a sale is consummated. The 
policy remains the same. The elastic- 


he said, is measured 


All these ele- 


| talk a prospect. 
heart that | nd 


the sales process. In a case of this 


facts as he should. Some agents over- 


beyond the selling point. Mr. 








the agent has not generaled his | 


They push him clear | 
Tolles | 


said that the man who talks too much | 


does not leave anything to the imag- 
ination of the prospect. 
this by the different methods followed 
by newspaper cartoonists. Some car- 
toonists will depict every point. 


| other will lead his reader up to a very 


| interesting 


self-reverence and self- | 


quantity and the mode'| 


ity and flexibility must, therefore, come | 


trom the salesman and customer. Mr. 
Tolles said that a life insurance man 
in going to iis prospect must have in 
mind the desire to serve, rather than 
the desire to sell. In other words, the 
attribute of service must be the chief 
ene. If the life insurance man gives 
the proper service then the sale will 
follow. He said that a man, in making 
a sale must leave more than he takes. 


Confidence Is Big Factor 


Confidence is one of the basic ele- 
ments in selling life insurance. An 
agent believes thoroughly in his com- 
pany and its policies. The prospect 
must believe in the agent. Confidence, 
therefore, is the biggest asset that a 
salesman can have. He said that the 
msurance man in his sales talks must 
have a number of points to back him 
up. It is not so much industry in this 
process that counts as it is the number 
of points that can be marshalled. He 
said that this is a “know why” age. 
The purchaser wants to know all about 





point and then leave the 
rest to his imagination. One of the 
essential accomplishments for a sales- 


man is the power to discern when the | 
It is the psychological | 


minds do meet. 


He illustrated | 


An- | 


‘* The Company of Co-operation”’ 
DES MOINES 


LIFE AND ANNUITY 
COMPANY 


We will insure the whole family! Any plan, any age, 
either sex! This is a service our men appreciate these 
days. If it appeals to you, write. 


HOME OFFICE, DES MOINES «-1 su. IOWA 


TERRITORY—IOWA SOUTH DAKOTA 








Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 











WANTED 


A General Agent for Cincinnati 


By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 
Look up the record of this Company, then write the 


Secretary for particulars. Here's a life-time opportunity 
for the qualified man willing to work. 








THE STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 





ECriGa WO 


Now operating in 22 states and the District of Columbia—through its loyal and 
efficient agency corps produced in 1920—its 75th Anniversary Year—the 
largest amount of paid business in the history of the company. 


In every department the company experienced its most successful year. 


B. H. WRIGHT 


President 





STEPHEN IRELAND 


D. W. CARTER 


Superintendent of Agencies Secretary 
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moment, or the psychological second, 


as Mr. Tolles put it. An a DESIRABLE TERRITORY 


be able to scent conditions. 


| d Disability Provisi a 
have a very keen sense of intuition. 
mproved Visability Frovision oy See See or FOR ALERT AGENTS 
' : et ee 7 , 3 Always ready to negotiate with 
Claim may be made as soon as disability occurs—no probationary nen = aan p tote, Oe mon whe con eoteniich thelr 
period. lay emphasis on the se-curing rather anew» py Eo eesenens 
° . . . Z -curing of $i Surance 
Payments begin immediately on approval of claim—no proba- ae On Oe Cees oat aa ae regularly—good business placers 
tionary period. conservation work. Mr. Tolles said steadily needed. 


; iti 7 that an insurance man must seek to . . 
Monthly payments, lifelong, conditioned on permanence of dis have satlohed policyholders. Thay coe- Union Mutual Life Insurance Co. 


ability. stitute a big asset. After a policy has PORTLAND, MAINE 


Immediate waiver of future premiums—no waiting until next been secured, the purchaser should feel || Address: Albert E. Awde, Supt. of Agencies 
that he is satisfied or he should be 


anniversary. made so. He declared that many busi- 
Full amount of insurance paid when insured dies, without deduc- — pe oo ———. ; 
tion for disability payments or for premiums waived. arise, woubie is sure to ensue ond the It does 3 thi . 
This new disability provision brings the service of America’s customer is lost. Ings: 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 











Manhattan Life’s Club Convention q tg Cony Agent a Square 


The Manhattan Life agents will hold qgP | — 

For terms to producing Agents address their $100,000 Club meeting this year ays equal compensation for 
in Denver, Colo., Aug. 17-19. Up to equal work. 

March 1, indications were that at least q Affords every Agent the 


J he Mutual Life Insurance Company 100 agents have qualified for member- same opportunity for ex- 


f N York ship in this club, and as the time for : ‘ § 
o ew tor production of new business to qualify pansion and organization 
34 Nassau Street, New York for this trip does not expire until May building. 
4 is er i > very largely , ‘ 
41, this number will be very largely) Thess ase Gee thine whit 


increased The new business of the 

i a2 most agency contracts do not do 
anhattz March showed a splen- : 

M anhattan for Ma cl sh wee splen- Dees yours? 

cid increase over previous months of 

the year. Ask about the Square Deal Contract 














$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or illness. $6,000.00 Hold Agency Meeting at Madison 
for death by ordinary accident,$12,000.00forTravel accident The annual convention of the field 
AND IT ONLY COSTS $56.00 PER YEAR |} {2"<« he Wissonsin agency, of the Madison, Wisconsin 
> Our top salesman made $12.000.00 last year. Does it in- week at Madison, with G. T. Carlin of 
nner CE TS SE Ge Cle eee Madison, Vice-President O. C. Miller 


BUSINESS MEN’S ASSURANCE COMPANY and Secretary T. C. Denny of Des| 

W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI Moines on the program. A Penn Mutual Premium, less a Penn Mu- 
Mr. Carlin spoke on “The Presenta-j| | tual Dividend, purchasing a Penn Mutual 

tion of Income Policy,” Mr. Miller on |] Policy, containing Penn Mutual Values, 

“The Central Life as a Company,” and || makes an Insurance Proposition which in the 

sum of all its Benefits, is unsurpassed for net 


WANTED District Managers - Ohi . a a ae ee ee oe ae wp pen te 
BY ima, 10 f a eg ny — ge ogee The Peon Mut | 
ing by W. B. Bates, C. M. Kremer anc ua 
T. N. Mithus of Madis and Mrs. . 
THE GEM CITY LIFE INSURANCE CO. W. J. Webster, Wausau; Mrs. J. F. Life Insurance Company 
OF DAYTON, OHIO Stuckert, Sheboygan, and J. H. Miller, of Philadelphia 


Write the Home Office for further particulars. Here's an opportunity for a Fond du Lac. | ‘ 
[The convention opened Tuesday On January 1, 1909,.Rates Were Reduced 


g man to get in on the ground floor with a progressive , : = 
young Ohio company afternoon with an address of welcome and Values Increased to Full 3% Reserve. 
by A. C. Larson, Madison. T. W. 
Leslie, Racine, made the _ response. 
Other speakers were G. T. Carlin, 
Madison; W. J. Webster, Wausau, and 
To The Man Who Is Willing—and WILL A. E. Lewis, Eau Claire. FEDERAL UNION LIFE 


We are prepared to offer unusual opportunities fer Retain Old War Risk Chief Insurance Company 
The secretary of the treasury has de- |. Cincinnati, Ohio 


money-making NOW and creating a competence 
for the FUTURE. 
Sen Qantas d Terri ili cided to retain Col. R. G. Cholmeley- has just issued a very interesting booklet 
or Contracts an tory, Jones as chief of the Bureau of War “Suggestions for Increasing 


H. M. HARGROVE - President Risk Insurance and the dircctor has 


Beaumont, Tezas consented to remain, although it had Your Income” 
id been announced previously that he 

would retire and go into private busi- and would be pleased to send a copy to every 

ness in New York. Life, Fire and Accident Agent in 


Secretary Mellon’s insistence on the i ies 
retention of Col. Cholmeley-Jones, at a Ohio, Illinois and Kentucky 


Z time when the administration is besieged 
Are ' ou Permanently Established? <4 hordes “ my id office seekers, is a 
. . tribute to the director and the work 
Write for Territor he has done in reorganizing and bring- 
P | ‘ Ohi W y Vj — ing into something like a_ state of 37 005 PEOPLE 
ennsylvania—UOnhio— West Virginia efficiency the tangled affairs of the ? 
bureat, wrote to us last year and asked for an illus- 
PHILADELPHIA LIFE INSURANCE CO. stta-continesd ope gape fe 
-Continent ife—It eports ¢ 50 > . 
PHILADELPHIA percent increase in new Fe ior the 1919 business showed a gain of 81 per cent. 
first quarter as compared with last year. The Fidelity operates in 40 states. Full level 
reeled cee toe Nee eee stue Gs || Ret premium reserve basis. Insurance in 
morale of his men through the depres- ee re $173,000,000. Faithfully corvang 
ECRET_OF OUR We have a contract for you under which your sion period. . . an oe 
One , A few agency openings for the right men. 






































Wa S ¢ 
el 
“AumonT-TERE 




















UCCESS IS , : << "eo iniiietnatasien 
ERVICE income will be limited only by your activities The man who knows enough to attena|| THE FIDELITY MUTUALLIFE 


A REAL PROPOSITION FOR A REAL MAN [a eae INSURANCE COMPANY 


FEDERAL CASUALTY COMPANY, midhidin WALTER LEGG TALBOT, fem, PHELADEL PENA 


Cash Capital, $200,000.00 V. D. CLIFF, President $200,000 Producer _Z 
I produced $200,000 of business last a 

year, and am open for a better contract More agents read The National Under 
A text book for beginners, a review book for experienced men, a book that every life insurance man should where I nn ove full time to the business. Cer Gas ake Cay wey eee 
Have had three lapses in two years. Ad- || of insurance. There are reasons—plent? 



































have—Jacob A. Jackson’s “‘Easy Lessons in Life Insurance.’’ $1.00, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago dress 21-N, c/o The National Underwriter. of them. Our subscribers know. 
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